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Travelers Group Insurance 


Every 33 seconds of every working day 
last year, a new name was added to the 
list of those who are protected by 
Group Life Insurance issued by The 
Travelers Insurance Company. 


Every 4 seconds of every working day 
the protection afforded by Travelers 
Group Life Insurance is renewed for 
some employee. 


Every 20 seconds of every working day 
a claim payment check is issued to 
some beneficiary under a Travelers 
Group Insurance Policy. 


Moral: Insure in 


THE TRAVELERS 
HARTFORD, CONNECTICUT 


A PIONEER IN GROUP INSURANCE 
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MUTUAL SAVINGS LIFE Announces ... 


TERM INSURANCE TO AGE 65 


This contract has non-forfeiture values — cash, 
paid-up and extended term insurance. 


We pay our top commission on this contract if 
issued at ages below 46. 


General Agency openings available in Missouri 
and Arkansas. 
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For further information concerning General Agency opportunities, write to: 


Agency Department 


Mutual Savings Life Insurance Company 


3207 Washington Boulevard 
Saint Louis, Missouri 


Allen May, President J. DeWitt Mills 


Superintendent of Agents 


Paul Stewart 
Agency Vice President 


OPPORTUNITY 


The Pan-American Life Offers: 


*A complete line of Modern Policies. 


*One of the most Liberal Agency Contracts in 
America. 


*A Recruiting Plan and Special Training for New 
Fieldmen. 


*A New System, relieving General Agents from 
detailed Agency Accounting. 


*Attractive and Effective Sales Aids and Policy 
Illustrations. 


* Adequate Financing. 


*Prospects for Insurance furnished 
through a Proven System. 


ae invited with men not presently 
connected. 
Address: 
Charles J. Mesman, Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 
Crawford H. Ellis Edward G. Simmons 


President Executive Vice-Pres. 
It would be a courtesy to THE NATIONAL UNDERWRITER 


if you will mention the name of this publication when replying 
to the above advertisement. Pan-American Life Ins. Co. 
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Edited TO and FOR BROKERS 


@ FRIENDLY-HUMAN-NEIGHBORLY 
GOOD NATURED....... 


Issued about once a month to develop closer 
fellowship with General Insurance Brokers. 


ARE YOU GETTING IT? 


If not, phone or write your General Agent. 
He will be glad to put you on his mailing list. 


State Mutual Life Assurance Company 
of Worcester, Massachusetts 


Incorporated 1844 
Americas 5th Oldest Lee Insurance Company 
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Await New 
Move in Aflanta 
Anti-Trust Case 


Motion to Quash 
Subpoenas Withdrawn— 
Life People Concerned 


The possibility has now disappeared 
that the motion on the part of the 13 
fire insurance organizations being at- 
tacked by the Department of Justice 
anti-trust division to quash the sub- 
poenas calling upon them to produce a 
mass of records for the federal grand 
jury in Atlanta might develop into a 
capital case. 

A hearing was to have been held in 
Atlanta, Monday, on the order of Fed- 
eral Judge Underwood requiring’ the 
government to show cause why the mo- 
tion to quash the subpoenas should not 
be granted but about two weeks ago 
Frank H. Elmore, Jr., special assistant 
attorney general and Attorney Dan 
MacDougall, acting for the insurance 
interests, entered into a_ stipulation 
whereunder the grand jury subpoenas 
for the records of the 13 associations 
would be withdrawn and the motion to 
quash the subpoenas would also be 
withdrawn. On Monday Federal Judge 
Underwood signed the necessary order. 
_ There had been indications that the 
fundamental issue of whether insurance 
is commerce and whether the federal 
government had _ authority to act 
against the insurance business might be 
determined in connection with the mo- 
tion to quash the subpoenas. But, 
without waiting for a hearing on that 
motion, the Department of Justice got 
an indictment from the grand jury of 
the Southeastern Underwriters Asso- 
ciation, its member companies, officers 
and members of the executive commit- 
tee and the heads of the rating bureaus 
in the S.E.U.A. states. 


Expect S.E.U.A. to Act 


It is now believed certain that the 
S.E.U.A. will bring either a motion to 
quash the indictment or a demurrer to 
the indictment either of which would 
have the same effect. The objective 
would be to get a decision in line with 
the Paul vs. Virginia line of decisions 
to the effect that insurance is not com- 
merce, is not subject to federal regula- 
tion and hence the Department of Jus- 
tice is off limits in its Atlanta maneuver. 
It is also believed certain that the gov- 
ernment anticipated such strategy on 
the part of the government and those 
that have studied the S.E.U.A. indict- 
ment closely detect an effort on the 
part of the government to outflank or 
by pass the company position. That is, 
the government may not seek a com- 
plete overturn of the Paul vs. Virginia 
line of cases and may instead contend 
that since the time of the Paul vs. Vir- 
ginia decision in 1869 and the Deer 
Lodge county decision in 1913, condi- 
tions have changed materially and that 


Nov. Sales Off 15%: 
Year 2.7% Behind 


Ordinary Down 22% in 
Month; Industrial 21%; 
Group Up 28% 


New paid-for life insurance for No- 
vember was 15.3 percent less than for 
November of last year, according to the 
Life Presidents Association. The amount 
for the first 11 months was 2.7 percent 
less than for the corresponding period 
of 1941. 

For November the new business was 
$577,536,000 against $681,479,000 during 
November of last year. New ordinary 
amounted to $351,555,000 against $450,- 
770,000, decrease 22 percent. Industrial 
was $111,801,000 against $141,349,000, 
decrease 20.9 percent. Group was $114,- 
180,000 against $89,360,000, increase 27.8 
percent, 

For the first 11 months, the new busi- 
ness was $6,992,991,000, against $7,190,- 
322,000 for the corresponding period of 
1941, decrease 2.7 percent. New ordinary 
amounted to $4,528,692,000 against $4,- 
935,778,000, decrease 8.2 per cent. Indus- 
trial was $1,381,789,000 against $1,524,- 
430,000, decrease 9.4 per cent. Group was 
$1,082,510,000 against $730,114,000, in- 
crease 48.3 percent. 





Big Navy Bond Purchases 


Answering the challenge to “help give 
the Japs something to remember,” navy 
personnel on Pearl Harbor day, Dec. 7, 
bought a total of $7,221,987 in war sav- 
ings bonds, Capt. Gerald A. Eubank, co- 
ordinator for war savings bonds, has an- 
nounced. In civilian life Mr. Eubank is 
manager of Prudential’s downtown New 
York City agency. The 14th naval dis- 
trict at Pearl Harbor led with $2,769,568. 


although contracts entered into between 
residents of different states is not com- 
merce, yet the right of the federal gov- 
ernment to regulate trade and commerce 
implies the right to extend such regula- 
tion to insurance when insurance is an 
integral part of commerce. That is, the 
government may seek to get around the 
Paul vs. Virginia theory by alleging 
that insurance has become a vital part 
of commerce at many points. 

Many now believe that the govern- 
ment will concentrate on the S.E.U.A. 
case and will not seek indictments of 
the other 12 organizations, at least at 
this time. 

If as a result of the Atlanta case 
there should be a modification of the 
Paul vs. Virginia theory whereunder 
federal authority might be extended to 
those situations in which insurance is 
an integral part of commerce, it is con- 
ceivable that the life insurance business 
would be in no way affected, and that 
such federal supervision as might be 
established would pertain only to fire, 
casualty and marine insurance affecting 
the cost of goods in interstate com- 
merce. The life insurance people have 
been concerned by the move of the De- 
partment of Justice against the fire 
companies feeling that their position 
might be unwittingly affected by the 
eventual developments in that case. 


Municipal Bond 
Sales Continue 


Ponder Future Effect 
on City Financing of 
New Attitude 


The sale of municipal bonds on the 
part of insurance companies these days 
constitutes one of the important devel- 
opments in the world of finance of the 
year. What the effect upon municipal 
financing may be by reason of the lack 
of interest of life companies in such in- 
vestments is cause for conjecture. 

The recent internal revenue act prac- 
tically took away from life insurance 
companies the value of municipal bonds 
as a source of tax-exempt income. Pre- 
viously income derived from municipal 
bonds was fully tax-exempt. Under the 
new act, income from municipal bonds is 
deductible in arriving at gross taxable 
income. However, under the formula 
life companies are taxed 40 percent on 
7 percent of this gross taxable income, 
which means that a tax-exempt bond is 
really only worth 2.8 percent more to a 
company than a fully taxable bond. 
However, to those investors to whom 
municipal bonds still provide total tax- 
exemption, the difference in value be- 
tween a taxable and tax-exempt bond is 
dependent on the surtax bracket in 
which their taxable income places them 
and, of course, this makes tax-exempt 
securities far more attractive to such 
investors. 

Under this prevailing situation, many 
investors would be willing to pay more 
for a tax-exempt bond than would an 
insurance company. This is the prin- 
cipal reason why insurance companies 
today are selling municipal bonds. 

Presumably most of those who are 
selling municipal bonds are reinvesting 
the funds in United States government 
bonds, and in so doing are actually im- 
proving their income when the profit 
received in connection with the sale of 
the municipal bonds is taken into con- 
sideration. There would probably not 
be much uniformity as to what compa- 
nies are doing from a_ bookkeeping 
standpoint with this profit. Some of 
them probably are allowing it to go into 
surplus; others may be considering the 
possibility of strengthening reserves, 
ete. 

There have been some indications of 
a weakening in the market for munici- 
pal bonds as a result of heavy sales by 
life companies. 





Aetna Gives Tire Rotator 


The Aetna Tire Rotator, a unique ad- 
vertising novelty, is being distributed by 
representatives of the Aetna Life com- 
panies. With all motorists being urged 
to rotate tires every 3,000 miles in or- 
der to obtain the maximum possible 
mileage, this device provides a conveni- 
ent way to insure correct tire rotation 
and to keep track of tire changes. 

Measuring only ‘three inches square, 
the rotator, by means of a revolving 
disc and a miniature car chassis, shows 
to what wheel each tire is moved on 
each of five rotations. Space is left on 
the back of the rotator to enter the 
make and serial number of each tire, 
and the date and speedometer reading 
at the time the tires are rotated. 


War Problems Faced 
by Life Insurance 
Are Analyzed 


No Question Regarding 
Ability to Pay Anticipated 
Higher Losses 


Life insurance faces a much different 
situation in the present war than in any 
previous conflict, Clyde S. Casady, ex- 
ecutive secretary Savings Bank Life In- 
suance Council, Boston, pointed out 
before the Lynn, Mass., Chamber of 
Commerce in analyzing the effect of the 
war on the business. More men are 
now already under arms than were in 
the armed forces at any time during 
the World War I. They own more 
life insurance. When U. S. entered the 
war in 1917 the total life insurance in 
force was only $26,000,000,000 compared 
with $130,000,000,000 today. Not only 
is insurance more widely held and in 
larger amounts than it was 25 years 
ago but more and older men are in the 
service this time. 

In the World War I actual losses 
among men of military service from all 
causes totalled 126,000 with losses in 
combat running about 5 percent of the 
men in action, as compared with 17.4 
percent for the French and German 
armies which were in intensive action 
for a much longer time. During the 
first year of the present war 6,606 
American service men have been killed 
in action. Mr. Casady predicted that 
this total will mount rapidily as in- 
creasing forces on many fronts swing 
into offensive action. 


Can Absorb War Losses 


While a certain increase in mortality 
among men overseas in action may be 
expected, a larger percentage of life in- 
surance in force is carried by married 
men with dependent lives and children 
who are not in service. Many of their 
wives and children also carry policies. 
Young men without dependents who 
comprise the vast majority of those in 
the armed forces, have only a small 
part of the private insurance outstand- 
ing. Thus the cost of extra losses in 
this latter group will be spread over all 
insurance in force and the war will have 
much less of an effect on the business 
as a whole than might have first 
been thought. 

In time of war civilians may face in- 
creased risk as a result of possible 
bombings, epidemics, industrial acci- 
dents, sabotage and food and fuel short- 
ages which may affect their health and 
safety. There were 41,922 British 
civilians killed and 53,793 ‘seriously in- 
jured in air raids in the first two years 
of the war. This country’s remoteness 
from the fields of battle and the vast- 
ness of this country makes a similar ex- 


perience here most unlikely, in Mr. 
Casady’s opinion. 
Although in 1918, 450,000 men, 


(CONTINUED ON PAGE 8) 








Sees Total Income 


Pacific Mutual President 
Makes Prediction at 
Chicago Meeting 


Before long the total income of 
American life insurance companies will 
be going into government bonds, Presi- 
dent Asa V. Call of Pacific Mutual Life 
predicted in a talk at a luncheon in Chi- 
cago winding up a contest among the 
three agencies there which was a part 
of the nationwide inter-agency contest. 
In 1943, he said, all the life companies 
will buy as many government bonds as 
their resources. will permit. 

“It must be a source of satisfaction 
not only to management of insurance 
companies but to policyholders as well 
to feel that their premium dollars are 
going directly into war work,” he said. 
“The figures released showed that the 
34 major life insurance companies in 
the country had a total investment of 
$9,300,000,000 in government securities. 
There is no doubt by the end of 1943 
the amount will greatly exceed this 
figure.” 


Pacific Mutual Figures 


Mr. Call said notwithstanding war 
conditions and the substantial contribu- 
tion that men and women made to the 
war effort, Pacific Mutual is closing one 
of its best years since it was formed. 
Assets have increased to more than 
$260,000,000 and surplus also will be up. 
Insurance in force is increasing and by 
the end of 1942 will exceed $600,000,000, 
he said. Persistency of business and 
mortality ratios are very satisfactory, 
he said. Pacific Mutual has invested 
nearly all its available income in gov- 
ernment bonds, in fact has sold some 
other types of bonds to make more sub- 
stantial investments in this security. The 
total now held in government bonds ex- 
ceeds $60,000,000. 

The company has devoted much ef- 
fort to keeping the insurance on as mod- 
ern a basis as possible and in the last 
year offered new forms of life insurance 
and substantial additional coverage in 
the accident field, including hospitaliza- 
tion lines. President Call said much 
more accident insurance is being sold 
throughout the country and group life 
and accident coverages have greatly in- 
creased. 

Notes Improved Persistency 


He finds much better persistency of 
business, which he ascribes to the peo- 
ple being better able to pay premiums 
because national income has greatly in- 
creased. He also says the people are 
giving better recognition to their obli- 
gations. He feels the era of repudia- 
tion of debts that started in with the 
stock crash of 1929 virtually has ended. 

Heavy taxation will most affect the 
large life insurance policyholders, he 
said. The average policy in this coun- 
try, he noted, is only about $3,500, on 
which the premium would be approxi- 
mately $100. He felt this would not be 
too difficult for the average man to pay, 

(CONTINUED ON PAGE 8) 





HeNATIONAL UNDERWRITER 


Budget Adviser Gets Data 
Going to U.S. Bonds C, Tife Insurance Outlays 


NEW YORK—More than 75 percent 
of the 30,000 personal budgets which 
Mrs. Elsie Stapleton has set up have 
life insurance as the sole form of sav- 
ings yet she has rarely found a case 
where a disproportionately large share 
of income was being put into life insur- 
ance. As head of the budget service of 
Gimbel Brothers department store Mrs. 
Stapleton is in a unique position to ob- 
tain an intimate and honest picture of 
how people spend their money. The 
first step in outlining a budget for any- 
one is to fill out a chart showing the 
family income and the allocation of 
outgo among the different types of ex- 
penditures. 

Mrs. Stapleton, is frequently surprised 
at the failure of Wives to appreciate the 
importance of the amounts spent for life 
insurance premiums. In a surprisingly 
large percentage of consultations the 
wife feels that life insurance is the cul- 
prit that is making it impossible to bal- 
ance the budget. She can think of all 
the different ways in which the money 
paid in premiums could be used. The 
it that the wife is having difficulty in 
budgeting the present family income 
vives Mrs. Stapleton the answer to any 
suggestions for dropping existing in- 
surance: If the family is having trouble 
making ends meet now, what would 
they do if they had to budget an in- 
come based on the amount of life insur- 
ance now owned? 


Chafed at $12,000 Insurance 


Recently Mrs. Stapleton was consulted 
by a woman whose husband made $6,000 
a year and had $12,000 of life insurance. 
The woman felt strongly that too much 
of the budget was going into life insur- 
ance premiums, saying that her husband 
insisted on carrying this ‘‘enormous” 
amount of insurance. Like many other 
women, she was looking at the lump 
sum and comparing it with their annual 
income rather than considering what 
the proceeds of the insurance would 
produce, 

Mrs. Stapleton pointed out to her that 
even if she were able to cut her annual 
outgo in half in the event her husband 
died the $12,000 of insurance would last 
only four years and consequently could 
hardly be viewed as an excessive amount 
of coverage. Mrs. Stapleton makes fre- 
quent use of the old saying that wives 
may complain about too much life in- 
surance but widows never do. 


Worked on Programming 


One of the most widely recognized 
personal budget authorities, Mrs. Sta- 
pleton has more than a passing acquaint- 
ance with life insurance. Her first 
budgeting work was in setting up pro- 
grams in collaboration with her husband, 
Charles E. Stapleton, one of the first 
agents to win the C.L.U. designation. 

Since not one man in many thousands 
buys enough life insurance to permit his 
family to continue on their accustomed 
scale of living after his death, the prob- 
lem of budgeting this reduced income 
in setting up life insurance programs 
was a real test of ingenuity. At Gim- 


bel’s where Mrs. Stapleton has headed 
the budget work for the last three 
years, after doing similar work for a 
number of years at Wanamaker’s, Mrs. 
Stapleton puts the emphasis on a realis- 
tim approach. There is no use, she says, 
in setting up impossible standards for 
people will then not even try to follow 
a budget. 


Must Not “Slant” Budget 


Furthermore, despite the heavy temp- 
tation, there must be no attempt to 
“slant” the budget to favor certain items 
or classes of purchases that the budget 
adviser is interested in. One of the 
gratifying features of her work at Gim- 
bel’s, she says, is the complete absence 
of any pressure on her to draft budgets 
which tavor the type of expenditures 
that would be made at department 
stores, Similarly she is convinced that 
life insurance agents who advise their 
clients and prospects on budgets must 
take a realistic viewpoint with regard 
to premium outlays and not center the 
whole budget program around a big 
outlay for insurance. 

In emphasizing the need for a better 
understanding of life insurance among 
women, Mrs. Stapleton pointed out that 
it is comparatively infrequent that the 
wife has anything but the vaguest idea 
of what type of insurance is being 
bought although she nearly always 
knows the annual outlay to the penny. 
A frequent response to Mrs. Stapleton’s 
questions as to the kind of insurance is, 
“T think we get something in 20 years.” 
An exception to the general rule is the 
woman whose husband carries term in- 
surance. These families have usually 
given the insurance question more than 

average study. 

Mrs. Stapleton views the work of the 
League of Life Insurance Women in 
New York City in spreading the gos- 
pel of life insurance through women’s 
clubs and other women’s organizations 
as a step in the right direction but feels 
that the job should be undertaken on a 
much broader scale. Her experience un- 
questionably indicates that the promis- 
ing sales that fall through because the 
prospect wanted to talk it over with his 
wife are something more than the pros- 
pect’s using his wife as an alibi. Mrs. 
Stapleton’s experience throws new light 
on the extent to which life insurance is 
bought over the wife’s objection and the 
number of sales that are lost because of 
opposition from the potential bene- 
ficiary. 


Occidental’s Christmas Bonus 

Following the practice of previous 
years, Occidental Life of California is 
awarding a Christmas bonus to em- 
ployes having more than three months’ 
service and whose salaries do not ex- 
ceed $200 per month. It varies from 
one-eighth of a month’s salary for those 
with three to six months’ service to 
one-half for those with the company for 
a year or more. 

The company has also sent Christmas 
boxes to the 135 members of the organ- 
ization who are in service. 





At trustees meeting of N. A. L. U. in New York—Walter Barton. Union Central. 
New York, treasurer N. A. L. U.: Sidney Wertimer, Prudential, Buffalo; W. H. 
Andrews, Jr., Jefferson Standard Life. Greensboro, N. C., and N. A. L. U. secretary: 


Lawrence Baker, N. A. L. 


U. Washington counsel; 


C. D. Connell. Provident Mutual. 


December 18, 1942 


Medical Expense 
Plans May Grow 


Appointment of Pink to 
Hospital Plan Place 
May Bring Action 


NEW YORK — Rapid expansion in 
the activities of medical expense plans 
for paying doctors’ bills is expected to 
be one result of Superintendent Pink’s 
becoming head of Associated Hospital 
Service Jan. 1 when he leaves the New 
York department, So far none of the 
New York City medical expense plans 
has made much progress. 

Community Medical Care, Inc., an af- 
filiate of Associated Hospital Service, 
was fathered by the late Dr. S. 'S. Gold- 
water, president of A. H. S. Teamed up 
with A. H. S. it should have made rapid 
strides but it was opposed by the or- 
ganized doctors, who backed the Med- 
ical Expense Fund, which was organ- 
ized and promoted by Dr. Frederick 
Elliott. 

Since the rivalry between Dr. Gold- 
water and the Medical Expense Fund 
has shown signs of fading out since the 
former’s death, it is regarded as quite 
likely that some arrangement will be 
developed under which Community 
Medical Care and the Medical Expense 
Fund can both enjoy the support of the 
medical fraternity and the Associated 
Hospital system. In fact, the possibility 
of a merger of the two medical expense 
organizations is being talked about. 

There is also a third medical expense 
organization, Group Health Cooperative, 
of which Dr. Kingsley Roberts is the 
medical head. Backed by a grant from 
the Rockefeller Foundation, it is being 
actively promoted by Winslow Carlton, 
son of Newcomb Carlton, veteran board 
chairman of Western Union Telegraph. 
It is understood that this organization 
would also like to be in on any arrange- 
ment that would result in the support 
of the hospitals and the organized doc- 
tors. 


Rhodes to Agency 
Bulletin Post 


NEW YORK—Russell Rhodes, for 
the past six years editor of the fire de- 
partment of the “Weekly Underwriter,” 
will on Jan. 1 become editor of the 
“American Agency Bulletin,” of the 
National Association of Insurance 
Agents. He succeeds Robert W. Shee- 
han, who retired some weeks ago to 
join the War Production Board. Fol- 
lowing graduation from Dartmouth Mr. 
Rhodes was attached to the reportorial 
staff of the Hartford “Courant” and 
later during the former war he was 
European correspondent for several 
American papers. He is an art and 
literary critic, frequently contributing 
special articles to daily newspapers. 


Jos. W. Perry, assistant actuary of 
Western & Southern Life, left this week 
to join the navy as lieutenant. A party 
in honor of Mr. Perry was held Sunday 
at the home of R. J. Learson, actuary 
of the company. 


New York; Philip B. Hobbs, Equitable Society, Chicago; Holgar J. Johnson, president 
Institute of Life Insurance. and Edward Dore. Mutual Benefit Life, Detroit, who was 
attending his first meeting as a trustee. A number of important problems of the business 


were considered by the trustees. 











" 











Chasm 





XUM 


seine 18, 1942 


Guasdian <= Slielens 
Changes in N. Y. 


Agencies Setup 


NEW YORK—Guardian 
its F. S. Doremus 
Bragg 
both 
New 
single 
having 
the home 
building, It will 
be known as_ the 
Doremus - Bragg 
agency. 

Supervisor A. L. 

Sullivan of the 
Bragg agency be- 
comes associate 
manager of the 
merged  organiza- 
tion and George 
Leyser, long associated with Mr. Dore- 
mus, becomes assistant to the man- 
agers. Max Reinboth, veteran leader 
of the Doremus agency producers, will 
manage a branch of the agency at Pat- 
erson, . 
Jack Leventhal, star producer and as- 
sistant manager of the Doremus agency 
for some years, becomes co-manager 
with Jerome A. Rooney of the office in 
the Graybar building, New York, which 
will be known as the Rooney-Leventhal 
ogency. 

Ludwig 





Life has 
and J. E. 
agencies, 
located in 
York, into a 
organization 
quarters in 
office 


merged 





Jack Leventhal 


outstanding 


Lasko, an per- 





I. S. Doremus J. A. Rooney 
sonal producer of the Leyendecker- 
Schnur agency, New York, will succeed 
James Faller, whose retirement after 
15 years in charge of that agency, is 
pak oa by continuing ill health. Mr. 
l.asko is Guardian’s top producer for 
the year to date. 

Mr. Doremus is the dean of all Guar- 
cian managers. He recently celebrated 
his sixtieth anniversary with the com- 





J. E. BRAGG 


pany and has been manager in New 
York City since 1891. His father, Cor- 
nelius Doremus, was a clerk with the 
company when it was founded and in 
1898 became its second president. 

Mr. Bragg is one of the most widely 
known life insurance men in this coun- 
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New President of 
Keystone “Ad” Group 








FREDERICK KIEFNER 


Frederick Kiefner of Provident Mu- 
tual has been elected president of the 
Keystone group of the Life Advertisers 
Association in Philadelphia. 


Canada. He has been active 
in local and national life underwriters 
association work and in the American 
Society of Chartered Life Underwriters. 
He joined Guardian in 1933, opening a 
new agency in New York. It has be- 
come one of the company’s top agencies. 


try and 


Pacific Mutual Life has sent every 
member of its sales force in the serv- 
ice a Christmas reminder and a letter 
from the home office. 


N.A.L.U. Tiustecs 
Hold Valuable 
Parley in N. Y. 


NEW YORK—The December meet- 
ing of the trustees of the National As- 
sociation of Life Underwriters here was 
a constructive gathering and one in 
which a number of ideas were advanced 
that may be put into practice within the 
next several months. Although a final 


decision was not made, the group 
seemed to agree that unless some un- 
foreseen contingency should arise to 


make the holding of the mid-year meet- 
ing of the national council inadvisable, 
such meeting would be held in Kansas 
City some time in March or April on a 
curtailed basis. 

H. A. Hedges, Equitable Life of 
Iowa, Kansas City, the vice-president, 
proposed that a schedule be arranged so 
that each year at least one of the 17 
members of the official family of the 
N.A.L.U. should appear before each lo- 
cal association in the country and that 
suggestion was well received. W. W 
Hartshorn, Metropolitan Life, Hart- 
ford, made some valuable suggestions on 
membership activities. George L. Har- 
rison, president of New York Life, 
spent about an hour with the group dis- 
cussing various aspects of the work of 
the life insurance coordinating commit- 
tee of which he is chairman. Holgar 
Johnson, president of the Institute of 
Life Insurance, made a report on his 
activities. 

The trustees discussed at length the 
desirability of the $40,000 life insurance 
exclusion from estate taxes, and also 
the exemption from such taxes of pro- 
ceeds of life insurance policies ear- 
marked for their payment. The mat- 
ter of credits for all life insurance pre- 
mium payments under the proposed 
spendings tax and compulsory savings 
plan also was discussed. The commit- 

(CONTINUED ON PAGE 9) 
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We have heard more 





for it is then that he comes to 


life insurance. 


But we have 


| time comes for his endowment 


for himself—he didn’t 


And here’s 
holder wrote his underwriter: 


desire, finally resolve, 


for you she wouldn’t get 


WM. H. KINGSLEY 
Chairman of the Board 





Date of Accomplishment 


than one 
thought that the most thrilling moment in his insurance 
came when he delivered the check for his first death claim, 
So does the beneficiary. 

also come to believe that a policyholder re- 
| ceives a new way of thinking about life insurance when the 
“have to die to win.” 
an example of such an experience. 
very much for your kind attention and good wishes. 


wonderful to plan something and then be able to live to enjoy 
that feeling of happiness at the date of accomplishment. 


“Just think—twenty-three years ago on a Saturday after- 
noon you approached me, got my attention, then interest, then 
and now I have an income. I 


beginning to believe you should get the credit, 


“My wife wants me to thank you. 
a look in.” 


& ¢ + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 








express the 


life 


underwriter 


full realization of the value of 


to mature. Here is something 


The policy- 
Thanks 
It is 


“Everything received. 


am 


not me. 


She said if it were not 


JOHN A. STEVENSON 
President 
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Statement Relief 
Called Godsend 


Simplification Permitted 
by Commissioners Is Most 
Welcome to Insurers 


NEW YORK—One of the large life 
companies has estimated that the time 
of its personnel that will be saved 
through the simplifications voted by the 
commissioners in the life statement 
schedules, is equivalent to one clerk 
working steadily for nearly two years. 
Estimates of the amount of time that 
will be saved vary considerably from 
company to company but all executives 
in charge of this work agree that the 
saving will be substantial. 

One expert in this field said it was 
nothing less than a godsend, pointing 
out that it is not merely a matter of 
saving time but of the impossibility of 
getting the work done on the usual 
basis. Staffs are depleted and the type 
of work is not such that temporary help 
would be of much use even if obtainable. 
Borrowing from other departments is no 
solution, as these also are shorthanded. 
Working overtime has for years been 
customary at annual statement time, so 
working longer hours offers little hope, 
as staffs have to have at least a certain 
minimum of rest. 

Since much of the personnel handling 
the figures is relatively new and require 
much time for supervisors to line up the 
work for them the saving in time due to 
simplification of schedules is even 
greater than it would be in normal years. 
Shortage of supervisory personnel makes 
the situation particularly acute. One 
company succeeded in obtaining a defer- 
ment for one of its young actuaries until 
after the figures had been compiled, but 
only because it was able to show how 
serious the need was for his services. 


Additional I Reports 
on Cocoanut 
Grove Claims 


In addition to the claims under life 


insurance and personal accident poli- 
cies as the result of the Cocoanut 
Grove Night Club fire in Boston that 


were mentioned in the editions of the 
past two weeks, THe NATIONAL UNDER- 
WRITER has received these replies to its 
inquiries: Employers Liability, $5,000; 
New Amsterdam Casualty, $11,000; 
Boston Mutual Life, $4,426; Franklin 
Life, $1,000; Commercial Travelers 
Mutual Accident of Utica, three for 
$15,000. 

Also Mutual Life, four for $12,000; 
Sun Life of Canada, one for $5,000; 
Maryland Casualty, $500; North Ameri- 
can Accident, three for $4,280; Massa- 
chusetts Protective, two death claims 
under personal accident policies for 
$2,000 and one assured injured; Massa- 
chusetts Casualty, one death claim for 
$2,000 and one injury, estimated $500; 
General Accident, $4,000; Massachusetts 
Mutual Life, $62,000. 

Equitable Society’s loss was esti- 
mated in a report from Boston at about 
$400,000, but the company now reports 
that its claims amount to $314,111. One 
New England life insurance company 
that desires not to be named had eight 
policies on three lives for a total of $38,- 
000. The Aetna Life total which was 
reported as $11,500 last week is now 
$16,500. Another eastern company that 
also desires not to be disclosed had 
$63,050 in life insurance claims. 

Travelers has now received claims 
totaling $102,000. Of these 20 are on 
account of group policies for $30,000; 
six regular life for $46,000 and three 
personal accident for $26,000. 


Ira A. Travis has been named general 
agent of the ordinary department of Life 
of Virginia in San Antonio. 
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HteNATIONAL UNDERWRITER 


Investment Portfolio Trend of 
Insurers Since 1906 Is Traced 





brought up to date its analysis of the 
complexion of the assets of life compa- 


nies and the exhibit is given 
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) 
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U.S. Govemment 














Dec. 31 Farm Mortgages Other Mortgages Total Mortgages 
19 262,385,000 ( 9.2 $ zene 320,000 (19.1%) $ 809,705,000 (28.3%) $ 3; ae 000 
1911 . 483, 00 (12. ie: ’ 46,0 000 (20. _" 1,297,003, ‘000 (32.2 000 
1916 788, 950, 000 $75 583. 406,000 is. 5 1,772,356,000 (33.3 i, 338 ‘000 
1921 1,320, 902, 000 (17.7 1,242, 126,000 (16.6 2,563,028,000 (34.3 2 800,006,000 ¢1 
1926 1,951,111,000 (16.5 3,131,373,000 (26.5 5,082,484,000 (43.0 489,190,000 
1927 1,977,418,000 133 3,680,499,000 35, 0 5; 657, 917, ‘000 (43.1 ; 440,599,000 
1928 1,955,946,000 (13.3 4,268,250,000 (29.2 6,224,196, ‘000 (42.5 391,873,000 

1,926,808,000 (12.0 4,794,664,000 (30.0 6,721,472,000 (42.0 316,350,000 ¢ 

1930 1,883,246,000 (10.9 5,108,451,000 (29.6 6,991,697,000 (40.5 303,400,000 
1931 1,832,742,000 (10.0 5,236,196,000 (28.4 7,068,938,000 (38.4 355,533,000 
1932 1,706,959,000 f 9.0 5,081,912,000 (26.8 6,788,871,000 (35.8 421, "209, 000 
1933 1,506,570,000 ( 7.8 4,741,648,000 (24.6 6,248,218,000 (32.4 804; 867,000 
1934 1,191,626,000 é 6.0 4,308,601,000 (21.4 5,500,227,000 (27.4 1 737,511,000 r¢ 
1935 989,250,000 ( 4.6 3,962,860,000 (18.6 4,952,110,000 (23.2 2,722,067,000 (1 
1936 868,496,000 ( 3.8 3,836,972,000 (16.7 4,705,468,000 (20.5 786,000 (1 
1937 813,801,000 ( 3.4 3,944,082,000 (16.3 4,757,883,000 (19.7 4,363,292,000 (18. 
1938 800,187,000 (¢ 3.2 4,138,170,000 (16.2 4,938,357,000 (19.4 4,646,131,000 (18. 
1939 790,629,000 ( 3.0 4,330,493,000 (16.1 §,121,122,000 (19.1 5,062,929,000 (1 
1940 788,913,000 ( 2.8 4,550,051,000 (16.1 5,338,964,000 (18.9 5,492,882,000 (19. 
1941 802,119, = ( 2.7 4,904,756,000 (16.4 } 5,706,875,000 (19.1 6,414,353,000 (2 
1942~10/31 802, "840,000 ( 2.5 §,133,276,000 (16.3 5,936,116,000 (18.8 7,811,685,000 (24. 

$1942-12/31 803,000,000 ¢ 2.5 5,179,000,000 (16.3 ) 5,982,000,000 (18.8 ) 8, 500, 000; 000 (26. 

State, County, ttCanadian ttOther Foreign Total 
































Dec. 31 Municipal ____ Government Bonds Government Bonds Government Bonds 
1906 $ 103,694,000 (3.6% “$22,214,000 f e”} $ bry 997,000 (2. ‘ig $ ae cy 4 ( 6.8% 
1911 169,731,000 ¢: 22°440,0' 0 ( 6 81,028; 7000 (2.0 $s 6.8 
1916 241.418, "000 4.5 69,711,000 (1.3 138,953,000 (2.6 ) rte “aes! 000 
1921 346,961,000 (4.7 157, 349, 000 (2.1 110,648,000 (1.5 ) 1,414,964,000 (19. 
1926 343,171,000 (2.9 264, '835, 000 (2.2 30,224,000 ( .3 1,127,420,000 9. 
1927 355,708,000 (2.7 304, "408, 000 (2.3 32, pot 000 ¢ 3 1,133,339,000 ¢ 8. 
1928 412,728,000 (2.8 337,032,000 (2.3 35,4 8,000 a 1,177,131,000 ¢ 8. 
1929 $39,949,000 (3.4 372,715,000 (2.3 36, $07" 000 ( .2 1,265,411,000 ¢ 7. 
1930 $85,213,000 (3.4 403,956,000 (2.3 32, 829) 000 ( .2 1,325,398,000 ( 7. 
1931 693,371,000 (3.8 441,228,000 (2.4 31,519,000 A 4 1/521, 651,000 ( 8. 
1932 738,191,000 (3.9 448,357,000 (2.4 24,713,000 ( .1 1 632, 470,000 (¢ 8. 
1933 808,590,000 (4.2 439,898,000 (2.3 ) 17,029,000 ( .1 2, 070, 384, ‘000 (10. 
1934 1,015,233,000 (5.0 439,870,000 (2.2 14,980,000 ¢ .1 3,207 594,000 15. 
1935 1,169,790,000 33 469,164,000 aH 13,392,000 ( .1 4,374,413,000 (20. 
1936 1,300,221,000 (5.7 476,874,000 (2.1 10,628,000 (¢ .1 5,479,509,000 (24. 
1937 »403,176,000 (5.8 483,550,000 (2.0 379, 0 6,256,397,000 (25. 
1938 1,497,353,000 (5.9 499,408,000 (2.0 7,019,000 ¢ .0 6,649,911,000 £36. 
1939 1,649,661,000 (6.1 533,483,000 (2.0 6,183,000 é 0 7,252,256,000 (27. 
1940 1,777,386,000 (6.3 562,562,000 (2.0 5,893,000 ( .0 7,838,723, (27. 
1941. 1696,025,000 (5.7 625,275,000 (2.1 5,353,000 ( .0 8,741,006,000 (29. 
1942-10/31 1,547,930,000 (4.9 677,507,000 (2.2 ) 5.771 7000 ( .0 10,042,893,000 (31. 
1942-12/31 1,526,000,000 (4.8 692,000,000 (2.2 ) 6,000,000 ¢ .0 10, 724,000,000 (33. 
Railroad Public mae Other Total 
Dec. 31 ___ Bonds and Stocks ___Bondsand Stocks __—sBonds and Stoc ks onds and Stucks 
1906 $1,001,702,000 (35.0%) ie my 056,000 ( 4.7 104,485, 000 (3.7%) $ mi 048,000 (50.2% 
1911 1,351,038 000 (33.6 051,000 ¢ 4.1 77,45 4,000 (1.9 1,8¢8,728,000 (46.4 
1916 1,670,350,000 (31.4 ae ‘979, 000 ¢ 4.1 77,509,000 (1.5 2,415,453,000 (45.4 
1920 1,742,888,000 (25.1 215,722,000 3.1 90, 123, 000 (1.3 ) 3,3/9,331,000 (48.7 
1921 1,718,651,000 (23.0 223,381,000 ( 3.0 99 "782,000 cid 3,456,778, (46.3 
1922 1,836,122,000 (22. 260,928,000 ( 3.2 101,587,000 (1.3 3,666,742,000 (45.3 
1923 1,933,548,000 (22. 332,922,000 ( 3.8 116, 9847 000 st 3 3,779,850,000 (43.1 
1924 2,109,282,000 (21. 447,559,000 ( 4.6 ) 135, 556, 000 (1.4 3,991,429,000 (41.4 
1925 244,553,000 (21. 619,455,000 ( 5.8 159, 630, 000 by ij 4,293,135,000 (40.2 
1926 413,050,000 (20. 813,910,000 ( 6.9 169, 813,000 (1.4 4,524,193,000 (38.2 
1927 2,561,185,000 (19. 1,076,311,000 f 8.2 213,196,000 (1.6 4,984,031,000 (38.0 
1928 2,738,126,000 (18. 1,325,131,000 ( 9.1 312, 040; 000 (2.1 5,552,428,000 (37.9 
1929 2,848,433,000 (17. 1,450,300,000 ( 9.1 412,047,000 (2.6 5,976,191,000 (37.4 
1930 2,946,876,000 (17. 1,675,108,000 ( 9.7 542,768,000 (3.1 6,490,150,000 137-6 
1931 2,995,8 00 (16. 1,813,363,000 ( 9.8 } 593,330,000 (3.2 6,924,214,000 (37.6 
1932 2,939,570,000 (15. 1,807,452,000 (¢ 9.5 590; 661,000 (3.1 6,970,153,000 (36.7 
1933 2,888,510,000 (15. 1,828,100,000 ¢ 9.5 580, 913, 000 (3.0 7,367,907,000 Ss 
1934 2,912,743,000 5 1,926,922,000 ( 9.6 660,058,000 (3.3 8,707,317,000 (43.3 
1935 2,875,740,000 (13. 2,170,605,000 (10.1 788,638,000 (3.7 10,209,396,000 (47.7 
1936 2,933,365,000 (12. 2,562,559,000 (11.2 922,041, ‘000 (4.0 11,897,474,000 (52.0 
1937 030,36 0 (12. 2,822,923,000 (11.7 1,218,569,000 (5.0 2 13,328,258,000 (55.2 
1938 2,969,252,000 (11. 3,277 cyte (12.9 "500,392,000 5.9 14,396,624,000 (56.5 
1939 2,945,906,000 si} 3,773,598,000 +35 1,565,295,000 (5.8 15,537,055,000 tea 
1940 Fons os 7°94 10. 4 196, 752) 000 (14.9 1,771,639,000 (6.3 16,800,144,000 (59.5 
1941 2,986, 0 (10.0 ) 4,774, 219,000 (15.9 2,068,740,000 (6.9 18,570,922,000 (62.0 
1942-10/31 2,879, 986, "000 (9.1 ) 5,027,478,000 (15.9 2,083,034,000 (6.6 3 20,033,361,000 (63.5 
1942-12/31 2,859, 000, 000 ¢ 9.0 ) 5,105, 000, 000 (16.1 ) 2,096,000, 000 (6.6 20,784,000,000 (65.4 
Policy Loans 
Dec. 31 and Prenien Notes Real Estate Collateral Loans Cash 
1906 252,707,000 $ 155,794,000 (5.5% $51, oe 000 (1.8%) $ 64,598,000 (2.3 
1911 . 520,552,000 {1239 157,714,000 (3.9 13,473,000 ( .4 3 63,886,000 (1.6 
1916 745,382,000 (14.0 143,398,000 (2.7 12036000 | 79,000 (1.8 
1920 826,496,000 (11.9 137,365,060 (2.0 32,551,000 ( .5 88,867,000 (1.3 
1921 970,148,000 (13.0 147,162,000 (2.0 26,415, "000 (4 87,430,000 (1.3 
1922 1,039,500,000 (12.9 151,489,000 (1.9 19,377,000 ( .2 101 643, 000 4 
1923 1,102,598,000 (12.5 158,591,000 (1.8 14,279,000 { 2 96,894,000 (1.1 
1924 1,182,408,000 (12.3 173,394,000 (1.8 11,975,000 ¢ EI 99,677,000 eg 
1925 1,287,312,000 (12.1 187,447,000 (1.8 12,187,000 (¢ .1 99,605,000 ( .9 
1926 1,419,002,000 (12.0 213,286,000 (1.8 16,680,000 ( .1 90,282,000 ( .8 
1927 1,580,668,000 (12.0 248,381,000 (1.9 18,560,000 (¢ .1 107,529,000 § 38 
1928 1,780,431,000 (12.2 295,225,000 (2.0 23,098,000 ( .2 111,743,000 ( .8 
1929 2,128,287,000 (13.3 339,341,000 (2.1 20,473,000 t ol 116,338,000 ’ oe 
1930 2,503,495,000 (14.5 404,590,000 (2.4 19,106,000 ¢ .1 124,472,000 ( .7 
1931 3,002,448,000 (16.3 514,142,000 (2.8 18,319,000 ¢ 1 148,421,000 ( .8 
1932 3,408,524,000 (17.9 748,100,000 (3.9 11,571,000 ¢ .1 290,649,000 (1.5 
1933 3,422,049,000 (17.8 1,104,089,000 (5.7 10,953,000 ee! 416,478,000 (2.1 
1934 3,302,284,000 (16.4 1,488,699,000 (7.4 8,822,000 ( .0 557, 666,000 (2.8 
1935 3,188,700,000 (14.9 1,751,949,000 (8.2 7,866,000 ( .0 762,186,000 (3.6 
1936 3,058,138,000 (13.4 1,892,380,000 (8.3 4,590,000 ( .0 785,839,000 (3.4 
1937 044,462,000 (12.6 1,930,868,000 (8.0 3,964,000 ( .0 667,316,000 (2.8 
1938 3,038,509,000 (11.9 1,927,661,000 (7.5 3,292,000 ( .0 704,119,000 <7 
1939 2,898,693,000 (10.8 1,896,875,000 (7.1 3,324,000 ( .0 845,339,000 =f 
1940 2,748,038,000 ( 9.7 1,826,638,000 (6.5 7,069,000 ( .0 ) 943 779,000 (3.3 
1 2,582,278,000 ( 8.6 1,643,564,000 (5.5 } 83,000 ( .0 ) 780,797,000 (2.6 
1942-10/31 eae, 641,000 ( 7.7 1,516,589,000 (4.8 5,036,000 ( .0 } 979,782,000 (3.1 
41942-12/31 2,391,000,000 ( 7.5 1,491,000,000 (4.7 ) 5,000,000 ¢ .0 500,000,000 (1.6 








Dec. 31 
1906 $ 89,416,000 
1911 105, 373,000 
1916 1327665,000 
1920 229,709,000 
1921 209,815,000 
1922 259,943,000 
1923 300, 377,000 
1924 365,722,000 
1925 414,476,000 
1926 483,353,000 
1927 534,939,000 
1928 644,863,000 
1929 699,710,000 
1930 713,656,000 
1931 734,201,000 
1932 770,381,000 
1933 689,260,000 
1934 544,770,000 
1935 51 33021,000 
1936 556,162,000 
1937 409,240,000 
1938 486,234,000 
1939 544,274,000 
1940 §84,455.000 
1941 645,218,000 
1942-10/31 646,517,000 


$1942-12/31 647,000,000 


Other 
Admitted ‘Assets 
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Totat ApMITTED ASSETS 





Of the 49 United 
States Companies 
$ 2,857,789,000 








26, 846, 682,000 
28,249,087,000 
30,036:037,000 
31,530,042,000 
31,800,000,000 


**Of All United 


States Companies 


$ 2,924,254,000 
4,164,492,000 


32,730,965,000 
+34,450,000,000 
34,750.000,000 


Ratio of investments in class to total investments. 
Estimated by Life Presidents Association. 
Including securities of all political subdivisions. 
Data, except for 1942, from Spectator Year Books. 


Ratio of 49 
Companies to 
_All Companies 


92.7 
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Urban Worker’ s 
Pay Up 13% 


The Life Presidents Association has The percentages shown are the propor- and Expenses 4% 


tion of each class of assets to the total 
assets for the year, going back as far as 
herewith. 1906. 


MINNEAPOLIS — Earnings of the 
average American urban worker have 
risen three times as fast as have living 
costs, so far in 1942, with the pay check’s 
climb apparently speeding up as the 
year nears its close, according to a fam- 
ily buying power study by Northwest- 
ern National Life. 

Including overtime, average monthly 
alae have climbed 13 percent since 
Jan, 1, against a 4 percent rise in family 
living expenses. Pay envelopes of many 
war workers have increased more than 
13 percent, while pay boosts in some of 
the peace time businesses have run 
considerably less. 

Yet the average pay check boost so 
far in 1942 is enough to cover the worker 
family’s new income tax and victory tax 
combined, with some margin left over. 

The worker finds it steadily more dif- 
ficult to enjoy his increased buying 
power, due to the growing scarcity of 
things to buy, combined with the infla- 
tionary threat of his own soaring wages. 

An average American worker’s family 
of four, with a monthly pay check of 
$120 in 1933 and expenses of the same 
amount at average 1933 prices, saw its 
monthly pay check climb to $185.14 at 
average payroll levels of January, 1942 
while at average retail prices the same 
family’s living costs had risen only to 
$145.26, to support the scale of living 
for which it had paid $120 in 1933. 

3ut by October, 1942, the family’s pay 
check hit $209.03, a rise of nearly $24, 
or 13 percent, in 10 months, while its 
living expenses rose approximately $6, 
or 4 percent, to $151.16. 

The $58 difference between the fam- 
ily’s latest monthly earnings and its ex- 
pense scale illustrates the huge net in- 
crease in consumer buying power that 
is piling up. Bulging over a shrinking 
supply of goods, it is bringing on ra- 
tioning and a whole succession of govern- 
ment measures aimed to curb it before 
it wrecks itself and the nation’s 
ecOnomy. 

The average worker family’s pay 
check has increased 74 percent since 
1933, but three-fourths of that increase 
has occurred since September, 1938, so 
that the increased buying power now in 
the hands of the American consumer is 
largely “war profits.” 


Conn. General Letter to 
Policyholders in Service 


Frazar B. Wilde, president Connecti- 
cut General Life, has written a letter to 
all Connecticut General policyholders, 
addressed particularly to those who are 
about to enter service, suggesting steps 
that should be taken to safeguard their 
life insurance. These suggestions in- 
clude the desirability of a permanent 
mailing address, of naming someone to 
act for the insured when he is in serv- 
ice, how to arrange for payment of pre- 
miums, the desirability of changing the 
method of premium payment, operation 
of Soldiers and Sailors Civil Relief Act, 
government allotment and the value of 
arranging one’s insurance under a settle- 
ment plan. 


Western & Southern Gets Flag 


Home office employes of the West- 
ern & Southern Life numbering about 
700, are participating 100 percent in the 
purchase of war bonds through payroll 
allotments exceeding 10 percent of the 
payroll. Charles F. Williams, president, 
and Richard A. Ryan, a director in 
charge of finance, together with em- 
ployes representing each department of 
the company, received the minute man 
flag with the especial 10 percent insignia 
from Frank Wigglesworth, member of 
the Treasury Department’s payroll al- 
lotment committee. This presentation 
took place Monday. Mr. Wigglesworth 
is manager of Travelers at Cincinnati. 
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Midland Mutual - 
Contest Shows 
Market Trends 


Midland Mutual Life has just com- 
pleted an unique contest in which stress 
was placed upon the sale of life’ insur- 
ance to juveniles, women, and men age 
45 and over. The contest period was 
for October and November. 

The purpose of directing agents to- 
ward this class of business was to as- 
certain if a larger volume of business 
was obtainable from this class of pros- 
pects; to stimulate morale through fre- 
quency of application; through better 
morale, to be able to work without fear- 
ing the objections -of younger men such 
as draft status and coming higher taxes. 

The following tabulation shows the 
percentage of each class of business and 
average size policy: 


No. of Aver. Size 
Policies Volume Policy 
% o $ 
suveniie ...2.8 37.8 20.7 1,088 
WOMENS 6630-60: 21.9 15.2 1,378 
Male 45 or over 4.9 7.9 3,187 
Male 15 to 44... 35.4 56.2 3,167 


The average size policy for the con- 
test was $1,990, considerably less than 
the company average which is approxi- 
mately $2,500 so far in 1942. 


Given Production Charts 


At the beginning of the contest a 
chart was sent to each agent, which 
provided space for recording production 
progress. With each issued policy a 
stamp was enclosed, pink for the busi- 
ness on lives of juveniles, women, and 
men age 45 or over, and white for men 
15 to 44. These stamps contained a rec- 
ord of the policy and were to be glued 
to the large poster. 

Each week a contest bulletin was is- 
sued. Subject matter was on market 
analysis and prospecting. A running re- 
sult sheet was also published. 

Total number of applications received 
during the contest was higher than re- 
ceived during the preceding two months. 
The percentage of paid for business was 
exceptionally high. 

In line with regular work among 
those age 14 to 44 the results of this 
contest tend to prove that there are 
three good additional markets, to wit: 
juveniles, females and men age 45 and 
over. Sales efforts directed along these 
lines for 1943 will bring in results. 

There were 42 agents who won 
awards in the contest. Top money went 
to Harold J. Plack, Peoria, Ill., J. R. 
Campbell and S. Byrl Ross of Parkers- 
burg, Va., Sam B. Garwod and William 
E. Whipple of Columbus, O. 

Although awards were paid in cash, 
each winner was urged to purchase war 
bonds and stamps. 





Bankers Life Disposes of 
$4,290,000 Municipals 


The movement on the part of life in- 
surance companies to dispose. of mu- 
nicipal bonds for which there is an ex- 
ceptionally good market just now and 
which has attracted much attention in 
the east was carried further the other 
day when Bankers Life of Iowa 
awarded to four accounts of investment 
bankers and banks a total of $4,290,000 
of municipal obligations. Those whose 
bids were accepted were Smith, Barney 
& Co., Illinois Company of Chicago, 
John Nuveen & Co., and Chase Na- 
tional Bank of New York. 

The securities sold ‘included a total 
of $995,000 City of Philadelphia 3%, 
31%4 and 4 percent various obligations: 
$390, 000 City of Los Angeles 3% and 
4 percent electric plants and city high 
school bonds: $900,000 Chicago Park 
District and $348,000 Sanitary District 
ef Chicago bonds; City of Detroit 3, 
31%4 and 4 percent general obligation 
water bonds; $50,000 City of Chicago 
refunding 334; $150,000 Chicago Board 
of Education refunding 3%; $182,000 
City of Buffalo school 4’s and $400,000 
City of Newark 314. 
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Eyes Question of 
What Constitutes 
Policy Due Date 


Bernard H. Sachar, general counsel 
of Sterling of Chicago, gave a paper at 
the meeting of the Chicago Life Insur- 
ance Lawyers Club on “Which Date 
Governs the Payment of Subsequent 
Premiums, the Date of the Policy or the 
Date It Is Delivered?” 

Mr. Sachar made these deductions 
from the pertinent cases: 

That the form of policy, whether a 
term or whole life is immaterial. 

That the minority opinion as exem- 
plified by the decisions of the Missouri 
courts is that the date of delivery gov- 
erns where the first premium specifies 
that it is for a definite period from the 
date of the policy, the courts there 
holding that the insured, having paid 
for a fixed period of insurance is en- 
titled to the period for which he paid 
and since the policy did not provide any 
insurance for him until the date of de- 
livery, the insurance period commences 
from that date. 

The majority opinion holds that the 
policy having specifically designated the 
premium payment due date, such date 
is the date on which recurring premiums 
are due and payable, the theory being 
that the policy fixed those dates and the 
provisions in the policy or the applica- 
tion that the insurance shall not become 
effective until delivery is merely a condi- 
tion precedent to the liability of the in- 
surance company and to the existence of 
the insurance contract. 

In all jurisdictions where the policy 
was pre-dated in order to give the in- 
sured the advantage of a lower premium 
rate because of age, the due date of 
subsequent premiums is governed by the 
date of the policy rather than the date 
of delivery on the theory that the in- 
sured received a valuable consideration 
for the pre-dating of his policy in the 
form of a lower premium. 

Where the insured has recognized the 
date of the policy as the premium due 
date by the payment of subsequent 
premiums on that date or by applying 
for reinstatement on the basis of such 
policy date, all jurisdictions hold that 
the date of the policy governs, the the- 
ory being that the parties had agreed to 
that date by their own conduct. 





Grant Taggart, president of the National 
Association of Life Underwriters, and 
Abner Thorp, Jr., editor of the “Diamond 
Life Bulletins,” were two of the speakers 
at the annual dinner meeting of the New 
New York City Life Managers Association. 


Reliance Life 1943 
Dividend Program 


Reliance Life announces its 1943 di- 
vidend information. On life and en- 
dowment policies, principally the 3% 
percent reserve contracts issued from 
1909 to Feb. 1, 1942, including also the 
old 3 percent policies issued in 1909 and 
prior years, there will be a general re- 
duction in all dividends averaging about 
14 percent. The reduction is due to a 
change in the interest factor in the divi- 
dend formula. The change will be 
greatest in connection with dividends on 
the higher premium forms. 

On life and endowment policies com- 
prising the new series of 3 percent re- 
serve policies issued commencing Feb. 
1, 1942, dividends will be paid in accord- 
ance with the tentative table announced 
last April. As far as the projected divi- 
dends for years beyond the first are 
concerned, the scale which was tenta- 
tively approved last April to be applic- 
able to these policies has been affirmed 
except for one minor change. In order 
to keep these projected dividends con- 
sistent with the dividends being actually 
paid under the 3% percent policies, it 
was necessary to make a reduction in 
the scale for the endowment at age 85 
in policy years three through 20. 

In connection with the various series of 
retirement income policies, the dividend 
scale previously approved will remain in 
effect. It will be recalled that Reliance 
issued one series of retirement income 
policies from 1932 through 1935. The 
dividends on these were last modified 
effective Jan. 1, 1939. On the annual 
premium retirement income policies is- 
sued from 1938 to Feb. 1, 1942, dividends 
will be continued in accordance with 
the scale originally announced. 

Reliance states that in connection with 
this reduction in dividends on the 3% 
percent basis reserve policies it should 
be remembered that the scale now in 
use has been effective since 1937. In 1943, 
Reliance will continue its present prac- 
tice in connection with the payment of 
interest on supplementary contracts. 
Interest will be allowed at the rate of 
3 percent on supplementary contracts 
arising from options guaranteeing 2 
percent, 2% percent or 3 percent. In 
the case of supplementary contracts 
arising from options guaranteeing 3% 
percent, this rate will be paid. 

In connection with dividends left with 
the company to accumulate at interest, 
the company will allow 3 percent in the 
case of those policies guaranteeing 
either 2% or 3 percent. In the case of 
policies guaranteeing 31% percent, this 
higher rate will be paid. 





Union Central Is Prepared 


W. Howard Cox, president of Union 
Central Life, recently presented a fire- 
man’s helmet to W. C. Winall, chief 
electrician of the home office buildings, 
and Louis Schraffenberger, safety di- 
rector of Cincinnati, inspected the two 
emergency fire-fighting and _ salvage 
trucks constructed by Mr. Winall’s men. 


The trucks are completely equipped 
units, including gas masks, fire ex- 
tinguishers, tarpaulins, long - handled 


shovels, sandbags, asbestos gloves and 
more than 60 items for fighting fires and 
handling incendiary bombs. 





Additional Dividend Scales 





Non- Ac- 
With- With- cum- 
draw- draw- ulated 
able able Divi- 
Funds Funds’ dends 
Company Dividend Scale % % % 
California-Western States......Same as 1942 2.0 2.0 3.5 
Connecticut General ........... Decrease ; ake ae 
POGGEGE EMG -o.6s cece scc0cce ee as E92 3.5 3.5 3.5 
WOGUMNGRE 5 rae sp creeks cos wae Increase on lower premium 3.5 3. 3.5 
forms; decrease on higher 
premium forms; approx. 
same total distribution as 
1942 
Mutual Benen... occ ccs ieee Same as 1942 3.25 3.25 3.0 
Mutual Life, Can...............Same as 1942 3.75 3.5 3.75 
WGMBNCE TMG 2% esi eee eee 14% decrease 3.0 3.0 3.0 


















IN OUR AGENTS’ HANDS 


10 DAYS AFTER THE BILL WAS 
PASSED! 






Here’s an example of how Union Cen- 
tral’s Home Office plans its sales aids to 
dovetail 100% with the agents’ personal 
selling. This carefully compiled, accu- 
rate booklet on Inheritance and Estate 
Taxes, has been completely revised to 
include the very latest U. S. tax rulings. 
U. C. men are using it successfully as a 
means of highly effective 
circularization. 











The UNION CENTRAL LIFE 
INSURANCE CoO. 


CINCINNATI, OHIO 
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Roger Hull Predicts 
Sales Upswing in ‘43 


J. Roger Hull, vice-president and 
manager of agencies of Mutual Life, in 
a statement this week voiced the opin- 
ion that prospects for increased sales 
during 1943 are bright than at any time 
since the outbreak of the war. The 
decline in 1942 was a natural reaction 
to the entry into the war, he declared, 
hut there are many indications that this 
decline has been checked and that the 
business is on the verge of a great ex- 
pansion. 

“Aside from the fact that the national 
income has reached an all-time high and 
that 20 million women probably will be 
engaged in industry by the end of 1943,” 
Mr. Hull said, “more and more con- 
sumer commodities undoubtedly will be 
rationed as time goes on, thus increas- 
ing the margin of surplus, purchasing 
power. As this margin is widened and 
as our national income continues to 
climb, more and more people will turn 
to life insurance as the one medium 
through which they can provide protec- 
tion for their families. People will and 
should buy war bonds to help the war 
effort, but life insurance remains the 


only instrument through which they can 
provide family protection immediately.” 

In addition, Mr. 
have learned to concentrate 


Hull said, agents 
their ef- 








* THE MANY FRIENDS 
WHO HAVE WRITTEN ME 
about the booklet “Cordially 
Yours,” bring to mind Sam John- 
son’s remark, “To youth, friend- 
ship means little; to older men. 
everything.” Across the miles that 
separate us, I reach my hand to 
thank you. Your approval of 
“Cordially Yours” is so sincere 
I shall never forget it. 

* a % 
TED TOMLINSON AND RAY 
FROWICK had me in last week 
for a day at a Bankers Life 
regional school. Here’s a com- 
pany with a long-term educational 
program, soundly conceived, ef- 
fectively operated. The ten en- 
rolled men, all recruited within 
the past 12 weeks, indicate that 
recruiting is not impossible. 

* * 


THREE MONTHS AGO WE 
STARTED OUR WEEKLY 
COLUMN. It certainly is a real 
pleasure to do business with the 
National Underwriter folks. 


* oo 
“Fes LUIDENS, SECRE- 
rARY, JIM BRENNAN, 
PRESIDENT AND LOUIE 


GRIMM, CHAIRMAN OF 
THE EDUCATIONAL COM- 
MITTEE of the Chicago Asso- 
ciation, are completing plans for 
the “Selling Under War-Time 
Conditions” clinics which will 
R & R’s new 
Selling” text will 


open in February. 
“War-Time 
be used. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 


INDIANAPOLIS 
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Glimpses at meeting of trustees of National Association of Life Underwriters in New York: Jul B. Baumann, Pacific Mutual, 


Houston; Gale F. Johnston, former trustee, now third vice-president of Metropolitan Life; Grant Taggart, 


California-Western 


States Life. Cowley. Wyo., president; R. L. Jones, general agent emeritus in New York of State Mutual Life, for many years 
N. A. L. U. treasurer; J. E. Rutherford, executive vice-president. and John A. Witherspoon, general agent John Hancock Mu- 
tual, Nashville, immediate past president. 


forts and to plan their time more effi- 


cietly since Pearl Harbor. “Methods 
of selling have changed,” he stated, “and 
agents must substitute modern work 


methods geared to the new social and 
cconomic patterfn of today. 


Mich. Agents in War Work 
Can Retain Their Licenses 


DETROIT—The increasingly acute 
manpower shortage in Michigan life in- 
surance agencies has caused a growing 
concern among the field forces of the 
state as well as in the insurance depart- 
ment, lest general agents and managers 
relax their standards of agent selection. 
H. B. Thompson, secretary-treasurer of 
the Michigan Association of Life Under- 
writers and secretary-counsel of the As- 
sociated Life General Agents & Man- 
agers, has anounced the department’s 
position on these problems. 

Where an agent leaves an agency to 
go to work in a defense industry, his li- 
cense may be continued. The bar 
against part-time agents will not be 
maintained in that case. This arises 
out of the President’s directive that such 
men shall not be subject to penalty or 
forfeiture of rights from their former 
employers. However, the department 
will not countenance licensing of men 
in war industries who did not go there 
from an established life insurance con- 
nection. 

The department will enforce rigor- 
ously its requirement that every new 
agent must pass a training course of 
form prepared by the licensing company 
and approved by the department, within 
120 days. Such a course must include 
a summary at least, of the portions of 
the Michigan insurance code which each 
agent should know. Such a summary 
has been prepared by Mr. Thompson, 
with notes and suggestions by S. R. 
Burwell, head of the life division of the 
department. 

The department also suggests that 
every agent be given special training 
on rights of men about to enter serv- 
ice, not only as to service life insurance 
but also as to his company’s regulations 
concerning return of disability premi- 
ums, etc. 





Seek Publication of Rulings 


DETROIT—Members of the Mich- 
igan legislature are reported to be dis- 
cussing the institution of some sort of 
service for all state departments, to con- 
tain all general rulings made by the de- 
partments, including the insurance de- 
partment. : 

There is a growing bulk of depart- 
ment rulings, particularly those arising 
out of statutes made necessary by war- 
time problems. These rulings are rarely 
reduced to published form, so that 
many insurance department rulings 
which have not appeared in the insur- 
ance press are not known to insurance 
attorneys and field men until the de- 
partment is queried when some specific 
problem arises. 

Certain sections of the Michigan in- 
surance code and the rulings interpret- 
ing them frequently results in misun- 
derstandings by the men in the field, 
and sometimes also are subject to vary- 
ing interpretations by successive de- 
partment regimes. 

The judiciary committee of the state 


senate is expected to report out some 


measure to remedy this. situation. 


Jacobs Publishes Dallas Paper 
Lorry A. Jacobs, veteran insurance 
editor, pioneer in insurance advertising 
and recently public relations director of 
Southland Life, has become publisher- 
for-the-duration of the “Insurance News 
Graphic,” Dallas. He will be pinch- hit- 
ting for Don Coates, owner and publisher, 
who has been in service for some time 





CINCINNATI OHLO 





and is now assigned to the marine re- 
cruiting office in Dallas. Mr. Jacobs will 
continue in governmental activity con- 
nected with the war effort and will de- 
vote as much time to the insurance pub- 
lication “as is necessary to get the job 
done.” 


The “Unique Manual - Digest” tells 
practically anything you want to know 
about any “case” or situation. 400 com- 
panies, 1600 pages, $5 from National Un- 
derwriter. ‘ 


ONTO NATIONAL 
| FLARE INSURANCE 
COMPANY 


r.W. APPLEBY, President 
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Nebraska Agents Aid 
Navy Recruiting 








Lieutenant R. J. Mahoney, officer-in- 
charge of navy recruiting in Nebraska, 
hands L. W. Hummel, Farmers & 
sankers Life, Lincoln, president of the 
Nebraska State Life Underwriters As- 
sociation, the “sales kit” which Ne- 
braska agents will use in their newest 
war-time job as civilian recruiters for 
the navy. 

Each participating member dis- 
tributes information and literature con- 
cerning enlistment in the navy and 
makes this information available to 
men with whom he comes in contact. 
The program is directed by a commit- 
tee headed by Mr. Hummel. Also each 
local association is appointing a com- 
mittee. 

Identification cards to be carried by 
the civilian navy recruiter and wind- 
shield stickers have been prepared. 
Tells Obstacles Encountered 


At the recent meeting of the Lincoln 
Life Underwriters Association, Warrant 
Officer George Greenwell, head of the 
navy recruiting service in Lincoln, out- 
lined some of the obstacles the agents 
will meet and how to answer questions 
that will be asked in their campaign to 
aid in the recruiting service by personal 
visits and solicitation. 

Since that meeting, the navy recruiting 
service has been somewhat limited due 
to the fact that only selected ages and 
groups will be eligible for enlistment in 
the navy, hereafter. However, there will 
still be work for the agents to do. 

President Hummel gave details of the 
program of the state association in the 
enlistment of life insurance agents not 
only in civilian naval recruiting but in 
the “Keep Well” program and war bond 
selling. 

W. A. Fraser, Bankers Life of Des 
Moines, chairman of the war bonds 
committee, gave a report on the sale of 
F and G bonds in Lincoln. Ralph Gray- 
bill, Prudential, and Vern Greenwood, 
Equitable Society, gave reports on the 
health crusade. 

There was a discussion on the status 
of the insurance salesmen and the 
rationing setup. President Merle Loder, 
Mutual Life, presided and announced the 
appointment of Ralph Graybill as a 
director succeeding Harold A. Dillman, 
Security Mutual of Lincoln, who has 
been elected secretary. 

Charles Smrha, chairman of rationing 
board No. 2 was a special guest. He 
is a former Nebraska commissioner. 


gas 


Unveil N. W. Mutual Service Flag 

MILWAUKEE—Tribute was paid to 
more than 300 field representatives of 
Northwestern Mutual Life who are now 
in the service at a ceremony unveiling 
a service flag in the lobby of the home 
office. A similar flag for the service 
men from the office force was dedicated 
several months ago. 

Present for the occasion were Herbert 
L. Smith, Harrisburg, Pa.. president 
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Northwestern Mutual General Agents’ 
Association; Blaine L. Peck, Mount 


Carroll, Ill., president District Agents’ 
Association, and Guy E. Morrison, In- 
dianapolis, head of the Special Agents’ 
Association. Grant L. Hill, director of 
agencies, was master of ceremonies. 
Edmund _ Fitzgerald, vice-president, 
spoke on behalf of the Northwestern 
Mutual. 


Supervisors Hosts at Party 

The Life Agency Supervisors of 
Chicago held its annual party for 
agency heads, with a buffet dinner fol- 
lowing a fellowship hour, and then an 
excellent floor show. Don Alford, Pru- 
dential, outgoing president, presided and 
introduced the new officers. These are: 
President, R. C. Carson, Rockwood 
Company; vice-president, Raymond W. 
Frank, State Mutual; secretary-treas- 
urer, George Schomburg, Prudential. 
J. H. Brennan, Fidelity Mutual, presi- 
dent Chicago Association of Life Un- 
derwriters, was a special guest. 


F. T. Platka to Retire 

Frank T. Platka, manager of the 
Lawndale district in Chicago of Metro- 
politan Life, is retiring at the close of 
this year. 

He has been in the service of the 
company in various capacities for nearly 


43 years. During this period he had 
charge of offices at Tyler, Tex., Alton, 
Ill., Oshkosh, Wis., and the following 
district offices in Chicago: North Shore, 
Crawford, Irving Park and Lawndale. 

The agents, assistant managers, and 
clerks of his office are tendering him a 
retirement dinner, Dec. 18. 


Mutual of Canada Changes 


Mutual Life of Canada recently with- 
drew most of its nonparticipating poli- 
cies and is now issuing only life low 
rate, endowment at 85, joint ordinary 
life, low rate life with double protec- 
tion and 5, 10, 15 and 20 year term, 
term to 65 and yearly renewable term. 
The company has made no change in 
the premium rates for the above con- 
tracts. 


Wins Reliance Life Cup Race 

Reliance Life’s annual Caritas Cup 
Race, which finished its 30th consecutive 
year, was won this year by the Seaboard 
department, with Florida as runner-up. 
Besides the silver cup, the award in- 
cluded $300 in cash. 


Rock Island Group Active 

The insurance group in Rock Island, 
Ill., has been assigned a major share 
of the task of selling $4,000,000 of war 


7 


bonds in the city by Jan. 1, in the cur- 
rent campaign of the Victory fund 
committee. Insurance men compose 
the individual investor group and T. H. 
Ellis of the Mason agency is chairman 
of that group. Team captains include 
Harry H. Hoffman, Frank J. Budelier. 
Charles J. Montgomery, Ray Walker 
and Leo Allison, assistant superintend- 
ent of Prudential. 


Pamphlet for Service Men 


A comprehensive pamphlet “How 
can I keep my life insurance in force 
if I enter the military or naval service?” 


has been issued by State Mutual Lite 
for distribution to service men. It ex- 
plains methods of arranging for pre- 


mium payments by someone in civilian 
life or through the service pay allot- 
ment plan. Provisions of the soldiers” 
and sailors’ civil relief act are explained 
as well as premium payments by auto- 
matic premium loans. 


Myrick, Bourland in Birmingham 


Julian S. Myrick, second vice-presi 
dent of Mutual Life and chairman oi 


the American College of Life Under 
writers, and Roger Bourland, director 
of sales promotion of Mutual Life, 
visited Birmingham, Ala., and were 
guests of James D. Wilcox, manager 
there. 





General 
Agent!’ 


General Agent appointed? 


his chance, while still an 


Fort Wayne 





‘‘There He 
Is—OQur Next 


How does the Home Office know that this 
ambitious LNL agent is to be the next LNL 
Simple! 
leading Spotlight Club member. He has had 


Home Office attention on his potential abili- 


He’s a 


agent, to focus 





Geared To Help Its Fieldmen 





ties as a General Agent. 

Membership in the Spotlight Club is won 
by those LNL men who help hire and train 
successful new field men for the Company. 
It can act as a springboard to greater oppor- 


tunities for the ambitious man. 


COMPANY 


Indiana 














War Problems Faced 
by Life Insurance 


(CONTINUED FROM PAGE 1) 
women and children in the U. S. died 
from influenza, improved health meas- 
ures, new drugs and the remarkable 
progress in medical science in recent 
years greatly reduces the threat of a 
similar epidemic in this war. In gen- 
eral, civilian health and mortality in 
both England and this country have 
improved since the war began. Many 
civilians have gained knowledge of first 
aid and proper diet and are using more 
care. Millions of young men in the 
training camps are better fed and better 
cared for than ever before. Deaths 
from automobile accidents have been 
sharply reduced as a result of curtailed 
driving. Introduction of sulfa drugs 
had aided in the treatment of many dis- 
eases. Creation of life saving blood 
banks will help to keep mortality down 
during the critical war period ahead. 

“Even though mortality will prob- 
ably increase somewhat, and policyhold- 
ers may receive lower dividends, which 
means higher costs temporarily, unques- 
tionably there will be adequate funds to 
pay death claims fully and promptly,” 
Mr. Cassady declared. 


Trend in Interest Rates 


Discussing the probable trend in in- 
terest rates, Mr. Cassady said a_ fur- 
ther decline may be expected as older 
bonds with higher yields mature or are 
refinanced, as mortgage loans are re- 
paid and as new bonds with lower yields 
become a larger part of the total in- 
vestment porttolio. Eventually, he pre- 
dicted, interest rates should turn up- 
wards. In the meantime, if net rate of 
interest earned drops below that neces- 
sary to accumulate reserves, a part of 
the mortality profits can be used for this 
purpose. So long as premiums them- 
selves are sufficient, the method of com- 
puting them makes little difference, Mr. 
Cassady pointed out. Furthermore, in- 
surance companies do not guarantee 3 
or 3% percent on all assets, ‘only on the 
legal reserve. Actually, interest is 
earned on assets including surplus funds. 
Policyholders thus have little cause for 


concern. Low interest earnings may 
mean lower dividends and higher costs 


but they do not jeopardize the security 
behind the policy contracts. 

It must be kept in mind that the life 
iusurance business deals in long term 
contracts and that every month of every 
year the companies have a steady flow 
of new premiums to invest, Mr. Cassady 
pointed out. They are, therefore, ina 
position to obtain the best going rate 
through a complete cycle. When the 
war is over there will be new opportu- 
nity for investments at higher yields. 
The United States is bound to be the 
center of world rehabilitation. 


Effect of Government Insurance 


In considering the effect of govern- 
ment insurance Mr. Cassady predicted 
that the high lapse ratio on the $40,- 
000,000,000 war risk insurance issued in 
the first world war will not be repeated 
following the present war, because the 
men in service are more conscious of 
the value of life insurance in general 
and National Service Life Insurance in 
particular, than were their fathers. More 
of the boys that come back will convert 
-and retain their government insurance 
this time. 

It may be that men in service will be 
perfectly willing to make their families 
eligible for such insurance too, if it ap- 
pears to be more advantageous than the 
protection offered by the companies. If 
the government js going to have a huge 
life insurance organization in oper ration 
for men who served their country in 
wartime, then those in all branches of 

government service who serve in peace- 
time as well may want the privilege of 
buying such insurance. Mr. Cassady 
said he would not be surprised at such 
a development. He predicted that the 
social security act is not only here to 
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stay but that inevitably it will be ex- 
panded. While it may replace industrial 
insurance to some extent, it makes it 
possible for millions of Americans to af- 
tord adequate coverage for their families. 
It may stimulate the sale of more in- 
surance—not less. 


Sees Increased Federal Regulation 


Mr. Cassady feels that there is no 
likelihood that the government will seek 
to take over the commercial life insur- 
ance companies after the war, despite 
the trend toward additional federal su- 
pervision and regulation. He feels that 
increased federal regulation “appears to 
be in the cards for the insurance busi- 
ness.” 

In viewing the present sales situation, 
Mr. Cassady said that induction of mil- 
lions of men in the armed service, gen- 
eral apprehension as to draft status, ris- 
ing living costs and higher taxes and 
the retention of existing policies have 
resulted in smaller sales. However, he 
predicted that ‘ordinary life insurance 
will continue to increase after the war, 
even though men in service will keep 
their National Service Life Insurance. 
Emphasis may shift to lower cost forms 
of insurance protection and away from 
policies with large investment features 
as social security benefits become better 
known and the full impact of the tax bill 
becomes felt. There will probably be 
fewer salesmen on a new basis of com- 
pensation, with less incentive to sell 
and more to service the policies in force. 


Sees Total Income Going 
to U. S. Bonds 


(CONTINUED FROM PAGE 2 

even though, because of increased taxa- 
tion, he might have less surplus with 
which to pay the premium. However, 
President Call felt that the government 
steps taken to reduce the purchase of 
consumer goods by doing away with this 
surplus spending power, in the case of 
the average life insurance policyholder, 
might offset the taxes he would have to 
pay so that he would be in about the 
same relative position as before. That 
is, not being able to buy a variety of 
commodities, the money he ordinarily 
would spend for these could be used to 
pay his life premiums. 


Praises Chicago Agencies 


Mr. Call complimented the three Chi- 
cago agencies, which he said this year 
will pay for more business than in any 
time since he has been connected with 
Pacific Mutual. These agencies are those 
of E. E. Henderson, J. L. Watts and 
E. S. Rappaport. Their production this 
year is well over their quotas. 

Mr. Call left Chicago to return to the 
home office. He had been on a two- 
weeks trip attending various agency 
meetings in the windup of the inter- 
agency contest. He spoke at meetings 
in Kansas City and St. Louis and also 
went on to the east coast, visiting in 
New York and Washington, ica oF 


Cal. Legislators Dinner 
Draws Crowd of 400 


LOS ANGELES—About 
derwriters and 30 members of 1943 
California legislature attended the bi- 
pare legislative dinner tendered legis- 
lators by the California Association of 
Life Underwriters and 11 local associ- 
ations. President H. Kenneth Cassidy 
of the state association presided and the 
program consisted of addresses by 
Samuel Leask, Jr., of OPA, who re- 
viewed the price situation and intimated 
that relief would be given after the turn 
of the year; Ralph C. Dills, member of 
legislature, and Rev. Dr. Louis H. 
Evans, who spoke on “Five Points in 
the Dark.” 


350 life un- 


Aetna Life Group Buys 
$31,000,000 Victory Bonds 


The Aetna Life affiliated companies 
have subscribed for $31,000,000 of 21% 
percent bonds in the Treasury’s current 


Victory Loan campaign to raise nine 
billion dollars. 

As reported up to Dec. 7, the pur- 
chase was the largest single subscrip- 
tion in Hartford and more than 
doubled the $26,650,000 previously sub- 
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scribed by banks and insurance com- 
panies there. 

In addition to the $31,000,000 sub- 
scribed, the Aetna Life group  pur- 
chased more than $1,000,000 of tax say- 


ings notes. 








ACCIDENT AND HEALTH 





Healthy Premium Increase 
for Year Is Expected 


In spite of the slump in strictly com- 
mercial business, the accident and 
health premium total for this year 
seems certain to show a healthy in- 
crease, It might even run as high as 
last year’s, when all previous records 
along that line were broken. Offsetting 
the decrease in commercial, group ac- 
cident and health, including hospitaliza- 
tion, which has been making tremend- 
ous advances for several years, will hit 
an even higher peak for 1942 because of 
the greatly augmented payrolls of 
many employers carrying that form of 
cover that are now engaged in war 
work. One company that writes a 
large volume of accident and health re- 
ports that its commercial business was 
off about 2 percent for the first half of 


the year, while group was up 16 per- 
cent. 

The commercial companies, except 
for a few which are pushing non-occu- 
pational coverage, have had very little 
success in writing workers in war in- 
dustries, where more money is being 
received today than in any other field. 
Their business has suffered very mate- 
nially by the large number of men who 
have entered, or are about to enter, the 


armed services, both prospects and 
agents. There has also been a large 
number of cancellations for this reason 
in the younger age group, particularly 
where there is a clause which bars 
nulitary service. 

Monthly premium men on the other 


hand have been taking full advantage 
of the situation in the war industries, 
as they are accustomed to working 
among men of that type and already 
have some policyholders whom they 


[worn | 





They Won’t 





ry. ’ . . . . 
*& Today’s wartime birth rate is breaking all records. i 


‘To aggressive life insurance 


Go To War! 


men that means the market 


for Juvenile Insurance is expanding by leaps and bounds. 
Here’s one growing source of prospects who will not go 


to war! 


*& The Union Mutual knows the Juvenile Market. 


We helped pioneer it from the start. 


educational funds, savings 
that sell. 


years. 


*In addition, our 
Height and Weight Record 


Record—used with our effective pre-approach direct 
mail plan, rarely fails to secure a friendly and profitable 


interview. Union Mutual 
production records in both 
equipped to write 
with us. 
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can use as the start of an endless chain 
pi rospecting plan. Quarterly premium 
companies also are showing a very sat- 
isfactory increase. 

The claim situation is good, as 
wages are high and unemployment is 
low. With wages at their present level, 
there is no disposition to stay away 
from work to collect on an accident and 
health poli¢y. 


Word “Reimburse” in A. & H. 
Policies Barred in Ill. 


The Illinois department has an- 
nounced that it is not approving the use 
of the words “reimburse” or “reimburse- 
ment” in connection with benefits under 
any accident and health or hospitaliza- 
tion policies; although a formal ruling 
has not been issued in bulletin form. 

The department’s position is that if in- 
sured has incurred any medical, surgical 
or hospital expense that will be covered 
under the policy, he should be paid, even 
though he has not actually paid for such 
services. 

Costly to Reprint Policies 





“Reimbursement” forms in connection 
with medical and hospital expense are 
issued by practically all companies in 
the accident and health field and the ex- 
pense of preparing forms with a new 
wording for use in Illinois would be 
enormous. The department has _ indi- 
cated that it may allow the correction to 
be made by rider instead of requiring 
new policies. 





White Continues as Chairman 
Although W.. Franklyn White is 
leaving Royal, Globe and Eagle In- 
demnity as of Jan. 1 to become assist- 
ant secretary of Mutual Benefit Life in 
charge of the disability division, he has 
consented to continue to serve as chair- 
man of the governing committee of the 
Bureau of Personal Accident & Health 
Underwriters. His term expires at the 
time of the annual meeting of the bu- 
reau, which is usually held late in May. 


N. Y. Club Elects Three 





NEW YORK—Election of three 
members to the executive committee 
and entertainment featured the annual 


Christmas dinner of the Accident & 


’ Health Club of New York. Nearly 150 


were present. All members of the club 
serving in the armed costes were sent a 
check “for $5 and a letter from C. F. 
Demsey, Travelers, retiring president. 
*. A. Smith, Travelers, Ray Hills, Great 
American Indemnity, and Joseph Ryan, 
Metropolitan Life, were elected to the 
executive committee. 





N. A. L. U. Trustees Hold 


- Valuable Parley in N. Y. 
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tee on federal law and legislation will 
present the views of the association on 
these matters when the next revenue 
measure is being framed. 

The ‘association will continue its job 
of selling war savings bonds, both the 
E series and the F and G series. It 
was voted to throw all the weight of 
the association behind both campaigns, 
to increase the $2,500,000,000 bond sales 
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Public rooms for banquets, 
dances and special employee 
functions. Ideal accommoda- 
tions for group meetings of 
field men, agents & brokers. 


WRITE JIM BLAINEY FOR RESERVATIONS 





total already association 
members. 

A 26-page chart illustrating the ac- 
tivities of local, state and national asso- 
ciations will be distributed to local as- 
sociations early in January as part of 
an intensive effort aimed both at con- 
serving present membership and inter- 
esting potential members. 

The “soldiers’ service bureau’ con- 
ceived by the association will be ex- 
tended on a nationwide basis as soon as 
a national plan for the bureau has been 
drawn up, tested, and approved by the 
proper authorities. 

A fall meeting of the board of trus- 
tees, to be held not less than 30 nor 
more than 45 days after the national 
convention, will supplant the December 
meeting of the board which has _ here- 
tofore been held. 


reached by 





Los Angeles C. of C. Slate 


LOS ANGELES — The nominating 
committee of the Los Angeles cham- 
ber of commerce has announced its 
slate for 1943. W.C. Mullendore, trus- 
tee of Mutual Life and Asa V. Call, 


president of Pacific Mutual Life, are 
nominated for vice-presidents; Clark E. 
Bell, inspector of agencies of New 


York Life, and J. L. Van Norman of 
Van Norman & Morrison, brokers, for 
directors. 





Kansas City Calendar Feature 


NEW YORK—North American Re- 
assurance’s greeting card this year is a 
reproduction in colors of an old print 
showing Kansas City as it appeared in 
1852. For some years the company has 
been using these prints of various Amer- 
ican cities in its Christmas cards. 





Produce for Men in Uniform 

As a means of providing cigarettes for 
men in the service after they have ex- 
hausted their holiday supplies, Security 
Mutual Life of Binghamton announces 
that for each $7,500 of business which 
each agent pays for between Dec. 1 and 
the close of business Dec. 30 the agent 
may designate a man in service to whom 
he wishes a carton of cigarettes sent. 





War Bond Proposal 


Asa T. Spaulding of Durham, N. C., 
as president of the National Negro In- 
surance Association, suggested that from 
now until Jan. 16 particular emphasis be 
placed on war bond selling, since this 
is the time when many are receiving 
bonuses, Christmas savings club pay- 
ments, etc. He proposes that during 
the period one day weekly be set aside 
as “National Insurance Bond Rally 
Day” and that all insurance salesmen 
sell war bonds exclusively. 





Gulf Has $200,000,000 Goal 


Gulf Life has established the objective 
of reaching $200,000,000 in force by the 
end of 1943. The figure is presently 
about $172,000,000, a gain for the year of 
about $22,500,000. 





Ream in Oklahoma City 
G. Franklin Ream, 
tendent of agents of 
Life, 


assistant superin- 
Mutual Benefit 
a couple of weeks with 


is spending 
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the Oklahoma City agency, of which 


W. T. Thach is general agent. 


Fairchild Case $20 Million 


NEW YORK—Metropolitan Life has 
written a group case on Fairchild En- 
gine & Airplane Company involving 
about $20,000,000 of life insurance and a 
liberal scale of accident and health 
weekly benefits. It was negotiated by 
three brokers, Webb & Lynch, Riker & 
Lynch and D. H. Ward, all of New York 
City. 





Releases 253 Typewriters 


Mutual Life of New York has re- 
leased to the army and navy, at the re- 
quest of WPB, sufficient typewriters to 
equip a battleship, aircraft carrier, two 
cruisers, nine destroyers and 16 bomb- 
ers. Each of these units normally car- 
ries 59, 55, 30, seven and one typewri- 
ters, respectively. The Mutual’s 
machines released represent over 20 per- 
cent of the company’s supply manufac- 
tured since Jan. 1, 1935, 88 being from 
the home office and 165 from agencies. 


253 





George C. Long, Jr., president of 
Phoenix of Hartford, and James L. 
Howard, vice-president of Travelers, 
were members of the Connecticut alien 
hearing board that conducted a hearing 
in Hartford to determine whether Rich- 


9 


ard Julius Herman Krebs should be in- 
terned, paroled or released as a German 
alien. Krebs is the man who under the 
pen name of Jan Valtin, wrote the sen- 
sational book, “Out of the Night.” This 
was based on his experiences as agent of 
the Russian and German secret police. 





William Tulleson, acting divisional 
group manager of Equitable Society at 
Dallas, is not in the service as reported 
in last week’s issue. The item should 
have stated that James H. Bell, divi- 
sional group manager, is now a first 
lieutenant in the army and that during 
his absence Mr. Tolleson is acting 
manager. 


John W. Baird of the A. D. Hemphill 
agency of Equitable Society at Oakland, 
Cal., has enlisted as a lieutenant (j.g.) in 
the navy, and has been sent to Princeton 
for training. During the 10 years that 
he has been with Equitable, he has been 
a consistent club member. 








Frederick Kernan, Equitable Society 
agent at Wichita and prominent ir the 
Wichita Association of Life Under- 
writers, was married in Kansas City to 
Miss Gladys Barnes of Corning, Kan. 
He now is connected with the midwest- 
ern procurement district office of the 
army air forces in Wichita. 
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Randolph Paul's Views on Life Insurance 


During the question and answer pe- 
riod that followed the recent address of 


Randolph Paul, general counsel of the 


Treasury, before the New York City 
Life Managers Association, Mr. Paul 
was asked to state his views as to the 
function of life insurance. Mr. Paul 


answered by referring the questioner to 


the opinion written by the late Justice 
Cardozo in the case of Burnet v. Wells, 
289 U. S. 670. In view of Mr. Paul's 


high position in the nation’s tax activi- 
ties a large share of the audience took 
dewn the citation with a view to ascer- 
Cardozo said and 
Paul’s life insur- 


taining what Justice 
consequently what Mr. 
ance philosophy might be. 

Much of this U. 


opinion 
which was an action by 
internal 


S. Supreme Court 


details ot the case, 
the then com- 
revenue, David 


Wells, 


had set up an irrevocable trust designed 


deals with 


missioner of 
Surnet against Frederick B. who 
to pay the premiums on life insurance 
the 


internal revenue 


he carried for benefit of 
several relatives. The 
bureau was endeavoring to impose a tax 
on the part of the trust income which 
kept the policies in force. 

Some of Justice Cardozo’s statements 
however, seem to express a concept of 
life insurance and its place in the social 
and economic scheme. Near the close 
of his opinion is the following  state- 
ment, which may very well be what Mr. 
Paul had in mind: 

“Insurance for dependents is today in 
the thought of many a pressing social 
duty. Even if not a duty, it is a com- 
mon item in the family budget, kept up 
very often at the cost of painful sacri- 
fice and abandoned only under dire com- 
pulsion. It will be a vain effort at per- 
suasion to argue to the average man 
that a trust created by a father to pay 
premiums on life policies for the use of 
sons and daughters is not a benefit to 
the one who will have to pay the prem- 
iums if the policies are not to lapse. 
Only by closing our minds to common 


policies 


modes of thought, to everyday realities, 
shall we find it in our power to form 
another judgment. The case is not 


helped by imagining exceptional condi- 
tions in which the advantage to the cre- 
of the trust would be slender or 
the 
maintenance of 


ator 
remote. By and large purpose of 
trusts for the 
is to make provision for dependents, or 
least the lawmakers might not 
unreasonably assume. What the law 
looks for in establishing its 
is a probability or tendency of general 
validity. If this is attained, the formula 


policies 
so at 


standards 


serve, though there are imperfec- 
tions here and there. The exceptional, 
if it arises, may have its special rule. . . 

“Trusts for the preservation of poli- 
insurance continuing 
exercise by the settlor of a power to 
the application of the income 
predetermined channels. In this 
they are to be distinguished from trusts 
where the income of a fund, though pay- 
able to wife or kin, may be expended by 
the beneficiaries without restraint, may 
squandered, the 
nothing to 
impose his will upon the use. There is 
no occasion at this time to mark the 
applicable principle for those and other 
The relation between the parties, 
of the transfer 


will 


cies of involve a 
direct 
along 


be given away. or 


founder of the trust doing 


cases. 
the tendency to give re- 
lief from obligations that arc recognized 
as binding by normal men and women, 
Here 
income of 


will be facts to be considered. 
the the 
the trust was subject, from first to last, 
to the will of the grantor 
the beginning. A_ particular 
which for millions of men and women 
has become a fixed charge, as it doubt- 
less was for Wells, an expense which 
would have to be continued if he was to 
preserve a contract right, was to be 
met in a particular way. He might have 
created a blanket trust for the payment 
of all the items of his own and the fam- 
ily budget, classifying the proposed ex- 
penses by adequate description. If the 
transaction had taken such a form, one 
can hardly doubt the validity of a leg- 
islative declaration that income so ap- 
plied should be deemed to be devoted 
Instead of shaping the trans- 
action thus, he picked out of the total 
budget an item or class of items, the 
cost of continuing his contracts of in- 
surance, and created a source of income 
to preserve them against lapse. 


use to be made of 
announced at 
expense, 


to his use. 


“Congress does not play the despot 
in ordaining that trusts for such uses, 
if created in the future, shall be treated 
for the purpose of taxation as if the 
income of the trust had been retained 
by the grantor.” 

Earlier in the opinion Justice Cardozo 
stated: 

“A policy of life insurance is a con- 
tract susceptible of ownership like any 
action. It ‘is not an 
a single year with a privi- 


other chose in 
assurance for 
lege of renewal from year to year by 
paying the annual premium.’ It is ‘an 
entire contract of assurance for life, sub- 
ject to discontinuance and forfeiture for 
nonpayment of any of the stipulated 
premiums.’ One who takes out a policy 


on his own life, after application in his 
own name accepted by the company, 
a party to a con- 
benefits of the insur- 


becomes in so doing 
tract, though the 
ance are to accrue to someone else. 

The rights and interests thereby gener- 
ated do not inhere solely in those who 
are to receive the proceeds. They 
here also in the insured who in coop- 
eration with the insurer has brought the 


in- 


contract into being. . . If the insurer 
were without cause to repudiate the 
policies, the insured would have such 
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an interest in the preservation of the 
contracts that he might maintain a suit 
in equity to declare them still in being. 

The contracts remain his, or at least 
his in part, though the fruits when they 
are gathered are to go to someone else.” 

Mr. Paul did not indicate what sec- 
tions of Justice Cardozo’s opinion he 
regarded as the most significant in de- 
lineating the function of life insurance 
but the portions quoted seem to answer 
the description more accurately 
any others. 


than 


PERSONAL SIDE OF THE BUSINESS 





The birth of a daughter to C. F. Hib- 
bard, III makes C, F. Hibbard, for 
many years an agent of Northwestern 


Mutual Life in Detroit, a grandfather. 
The elder Hibbard was _ vice-president 
of the Detroit C.L.U. chapter two years 
and president another two years and 
before that served as_ secretary of 
Qualified Life Underwriters of Detroit. 

James M. Caldwell, assistant general 
agent of Aetna Life in Denver, who has 
been named general agent in El Paso, 
started with Aetna in Kansas and for 
some years headed the life department 
of the Dulaney, Johnston & Priest in 
Wichita. He was president of the 
Wichita Life Underwriters Association 
and active in the Kansas association. 
He is a nephew of O. T. Cropper, vet- 
cran Kansas general agent of Aetna 
Life in Topeka. 

W. P. Mullen and H. M. Lumbers of 
the main Toronto branch of Great-West 
Life were honored at a dinner on their 
40th anniversary with the company. 
Mr. Mullen is branch secretary and Mr. 
Lumbers is in charge of the claims di- 

vision for Ontario. 30th were pre- 
sented watches by the company and 
other gifts by their associates. 

George A. White, new 
State Mutual Life, and 
Denny, director of agencies, 
lanta on an inspection tour. 
entertained by Henry M. Powell, gen- 
eral agent. Sixty leading Atlanta citi- 
zens were guests at a luncheon ten- 
dered to Mr. White at which John K. 
Ottley, chairman First National Bank, 
Atlanta, was host. The Atlanta Man- 
agers Club gave a dinner im Mr. 
White's honor in the evening. 

Walter B. Furman, who has just been 
transferred to Los Angeles as assistant 
manager of the ordinary “B"” agency 
there, of which Jack White is manager, 
has made his mark in the business dur- 
ing the past 14 years. His entire life 
insurance experience has been with Pru- 
dential, starting as special agent in the 
Los Angeles “B” agency in 1928. In 
1936 he was transferred to Salt Lake 
City as an assistant manager. During 
the past year at Salt Lake he recruited 
and trained seven new agents who have 
paid for a total of $576,000 during their 
first year. Last year he was president 
of the Salt Lake Life Underwriters As- 
sociation. He is a graduate of the Uni- 
versity of California at Los Angeles. 

Milo Carlston, who takes Mr, Fur- 


president of 
Robert H. 
visited At- 
They were 


wake, started | as gir agent yet P ru- 
dential in July of 1941 in that city. Pre- 
viously he had been a wholesale candy 


salesman. During his first year in the 
business he paid. for $327,000 on 126 
lives. 


A. J. Moody, assistant secretary of 
Aetna Life, is observing his 50th anni- 
versary with the organization. A native 
of Sussex, N. B., Mr. Moody was edu- 
cated in Hartford and joined Aétna Life 
in 1892. He was subsequently named 
supervisor of the policy loan division 
and was elected assistant secretary in 
1918. Mr. Moody has supervision of the 
policy loan, life renewal and policy divi- 
dend divisions. Mr. Moody is treasurer 
of the Hartford Bird Study Club. 

Joseph Krakover, an agent of New 
York Life in Akron, has been ap- 
pointed a field director of the American 
Red Cross, and is now training for 
service Overseas. 

Harold B. Harpham, for 18 years gen- 
eral agent of Reliance Life at Akron, 
)., has been named district manager of 
the War Production Board office there. 

When Vice-president W. M. Roth- 
aermel of Pacific Mutual Life visited 
the Malcolm C. White general agency 
in Oklahoma City, he was the guest of 
honor at a dinner and was surprised 
with the presentation of 43 applications 
for more than $100,000 in life insurance. 

R. F. Lawton, New Orleans manager 
of Mutual Life, has been elected a di- 
rector of the New Orleans Association 
of Commerce. 

Lowell L. Newman, Penn Mutual 
Life, Fort Wayne, Ind., paid for $1,000,- 
000 of business during the 12 months 
ended Nov. 30. He is a life member of 
the Million Dollar Round Table and has 
been with Penn Mutual Life more than 
20 years. 

James A. Preston, sales manager of 
Columbus Mutual Life, has been named 
chairman of the payroll savings com- 
mittee of the Franklin county war sav- 
ings committee at Columbus. He also 
has been appointed a member of the 
county executive committee. 


Commissioner Eugene E. Agger of 
New Jersey is being boomed as a candi- 
date for governor of New Jersey in 1943. 

Donald G. Mix, manager of conserva- 
tion for State Mutual Life, has been ap- 
pointed a special consultant for the 
Treasury department, and is now divid- 
ing his time between State Mutual and 
government work, the latter dealing 
with stimulation of interest in payroll 
savings for purchase of war bonds 

Col. C. B. Robbins, manager and gen- 
eral counsel of the American Life Con- 
vention, who underwent a serious opera- 
tion in having his gall bladder removed 
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7 had three businesses and lost them all but I always managed to hold on to my 
retirement insurance.” 


and has been hospitalized since the an- 
nual meeting the first week in October, 
is now staying at the Pioneer Hotel in 
Tucson, Ariz. He was able to make the 
trip after recuperating at his Chicago 
apartment but had to have a nurse ac- 
company him there and look after him. 

Samuel Heifetz, manager of Mutual 
Life of New York in Chicago, has been 
elected president of Idlewild Country 
Club there, of which he has been a 
member for 24 years. He has been 
president for the last two years, mem- 
ber of the board for many years and also 
has served as treasurer and chairman of 
the membership and many other com- 
mittees. 

George T. Reavis, Seaboard Life man- 
ager, Austin, Tex., has been elected pres- 
ident of the Young Men’s Business 
League there. 

Col. Forrest Braden, well known life 
insurance agent of South Bend, Ind., 
has been appointed chief of police of 
Terre Haute, Ind. He served as police 
chief of Louisville for four years. 


DEATHS 








Former Equitable of Iowa 
Vice-president Dies 


DES MOINES—H. E. Aldrich, 72, 
former vice-president of Equitable Life 
of Iowa, died Wednesday of a heart at- 
tack. He was taken to a hospital late 
Tuesday and was thought to be improv- 
ing when death came unexpectedly. 

He retired from the company six years 
ago. Mr. Aldrich was one of the oldest 
insurance officials in Iowa in point of 
service, having joined the company in 
1894, 

He began his insurance career at Ce- 
dar Falls as an agent for the Equitable 
shortly after leaving college. 


William J. Harper, personnel officer 
of Metropolitan Life, who had served 
that company 45 years, died at his 
home in Mount Vernon, N. Y. 

Mr. Harper joined Metropolitan in 
1897, when he was just under 20 years 
of age. First appointed cashier and 
clerk at Mount Vernon, three years la- 
ter was transferred to the home office 
as a bookkeeper in the industrial audit 
division. He was made assistant sec- 





tion head in 1907, and chief clerk of 
audit in 1914. Three years later he was 
promoted to audit supervisor, the first 
to hold that position. 

When Metropolitan organized a per- 
sonnel division in 1919, Mr. Harper was 
appointed to assist W. F. Dobbins, first 
head of the division. His ability was 
further recognized in 1932 when he was 
appointed an assistant secretary. After 
the retirement of Mr. Dobbins in 1934, 
the post of personnel officer was cre- 
ated, and Mr. Harper was the first 
named to fill it. 

He cooperated with the War Depart- 
ment when a request was made for 
Metropolitan men to take training as 
reserve officers, and was largely instru- 
mental in making the company the only 
business concern that furnished an en- 
tire class of reserve officers for the 
quartermaster corps. 

Mr. Harper had been a director of the 
Boys’ Club of Mount Vernon; a mem- 
ber of the executive committee on 
Physical Education, Y.M.C.A.; and a 
committeeman of the Boy Scouts. Mr. 
Harper was interested in newspaper 
work and served as sports editor of the 
Mount Vernon “Daily Argus,” in addi- 
tion to his Metropolitan work. He had 
been an elder of the Reformed Church 
of America in Mount Vernon and was 
a treasurer of the church. 

A son, William J. Harper, Jr., is em- 
polyed in the war service insurance sec- 
tion of the Metropolitan’s ordinary de- 
partment. 

Bernard Vise, 42, manager of Impe- 
rial Life at Toronto since 1930, died at 
Rochester, Minn. Mr. Vise had been in 
life insurance 22 years, all with Imperial 
Life. He was a past chairman of the 
Toronto C.L.U. chapter. 

Frank E. Hall, 72, former vice-presi- 
dent of Life of Virginia, died from a 
heart attack in Richmond. He started 
as an agent in Petersburg, Va., where 
the home office originally was located, 
and was later transferred to the home 
cftice in Richmond as a clerk in the au- 
diting department. From that post he 
entered field work, becoming field su- 
pervisor of the industrial department. 
Subsequently he served as general agent 
of the ordinary department in Colum- 
bia, S. C., and eventually became suver- 
intendent of ordinary business. While 
in charge of this work, he was made 
assistant vice-president, then vice-presi- 
dent. He was retired seven vears ago. 
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TWO LETTERS 


The first letter is from a New York State policyholder 
who says: “Enclosed herewith is my Income for Life 
Policy which will mature next month. I have decided 
to select Option I which provides for payment of $150 
per month as long as | live. I am very glad I have 
this insurance and am grateful to the agent who 
brought it to my attention.” 


The second letter reads: “It would have been mighty 
nice to have received this letter twenty-five years ago, 
but now it is too late, as I am just over your age limit.” 


Both letters refer to the “Income for Life’ plan orig- 
inated by Fidelity in 1902 and in both cases Fidelity’s 
Lead Service first brought the plan to the writer's atten- 
tion—too late unfortunately in the second case. 


This Lead Service has been in successful operation 
for twenty-seven years. It features Fidelity’s “Income 
for Life’ plan which has brought peace of mind and 
comfort to thousands and it has placed a quarter of a 
billion dollars of new insurance to the credit of Fidelity 
agents. 


vf issu MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 
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INSURANCE MEN IN ARMED SERVICES 





Otis C. Gurley, formerly district man- 
ager of Life & Casualty in Chatta- 
nooga, Tenn., stationed at Fort Mon- 
mouth, N. J., since May, has been made 
a sergeant. 


A farewell party was given for LeRoy 


Linder, former district manager of 
Washington National in Chattanooga, 
Tenn., who has. joined the navy. He is 


H. 


succeeded as district manager by J. 
Haynes. 


Mabel Merriam, supervisor medical 
information bureau Franklin Life, is the 
first woman employe of that company 
to enlist in the WAVES. She has been 
inducted and expects soon to be sent 
to an indoctrination center. Miss Mer- 
riam has been employed by Franklin 
since 1929. 


E. F, White, Jr., son of the head of 
the E. F. White agency of Connecticut 
Mutual Life at Dallas and Fort Worth, 
who was serving aboard a battelship in 
the Pacific, was severely wounded in a 
recent battle in the Solomons. He was 
shot through the left shoulder, foot, and 
in the left hip, but is expected to re- 
cover satisfactorily, although he will re- 
auire three months of hospitalization. 


George W. Robb, general agent at 
Davenport, Ia., for Home Life of New 
York, has closed his office for the dur- 
ation and is now connected with the 
United Service Organization in New 
York. He will undergo training for six 
weeks and will be given his assignment, 
probably overseas. He was _ recently 
elected international ‘counselor of the 


Lions Club. 

J. R. Fitzsimmons, manager, and 
W. L. Rea, assistant manager, of the 
life department of Edward Brown & 
Sons, San Francisco, have joined the 
army, Mr. Fitzsimmons as a captain and 
Mr. Rea as a first lieutenant. 

Rear-Admiral Norman Scott, who 
was killed in the Solomon Islands in a 
victorious engagement with the Japa- 
nese Navy Nov. 13, was a cousin of 
Bernal L. Tatman, president of Reliable 
Life of St. Louis. Both Admiral Scott 
and President Tatman resided in Kirk- 
wood, Mo. Mr. Tatman’s son-in-law, 
Maj. Henri Chomean, is on Gen. Mac- 
\rthur’s staff in Australia. Mr. Chomeau 
is assistant actuary of Reliable. 

W. A. Shields, assistant secretary of 
Confederation Life, has entered the 
Royal Canadian Air Force as an officer 
in the information branch. He has the 
rank of pilot officer. 

Warren T. Reilly, assistant cashier of 
the New England branch of New York 


Life in Boston, has entered 
service. 

J. M. Kemper, Jr., home office agency 
supervisor of Great American Life of 
San Antonio, is now a lieutenant (j. g.) 
in the U. S. navy. Having completed a 
course at Newport, R. I., he is now fin- 
ishing a course of instruction in the ord- 
nance department in Washington. Dal- 
ton C. Cross, associate general counsel 
of that company, a member of the naval 
reserve, is reporting for active duty as a 
lieutenant (j. g.) Frank J. Gideon, man- 
ager of the weekly issue department, has 
enlisted in the air corps at Kelly Field. 


military 


Jack Millard, Franklin Life agent, 
San Antonio, is now a lieutenant at 
Curtis Field, Brady, Tex. 


Edward J. Churan, with Metropolitan 
Life at Spanglery, Pa., has been commis- 
sioned a lieutenant (j. g.) in the naval 
reserve, 


E. G. Walls, agency supervisor of the 
W. H. Siegmund agency of Connecti- 
cut Mutual Life in Los Angeles now is 
in the army and is stationed at Rock- 
ford, Ill. Robert Northington, of the 
same agency, who has been awaiting a 
call to service in the army enlisted air 
corps, has been ordered to report for 
active duty Dec. 27 


we 


Robert W. Yates of the John W. 
Yates agency of Massachusetts Mutual 
Life in Los Angeles, has been ordered 
to report for duty at Quonset Point, 
R. I., as a lieutenant in the navy. 


Louis G. Payne, general 
Worcester, Mass., of Fidelity 
has been commissioned a 
(j. g.) in the navy. 


CHICAGO 


MEN WHO ARE KEPT 


In recruiting agents among salesmen 
formerly with industries hard hit by 
priorities one manager has found that it 
is best to go after the salesmen who 
have been kept on the payroll, probably 
at a reduced salary. 

One of his agency assistants got wind 
of a wholesale layoff of salesmen and 
he went to the salesmanager and got a 
list of the names. He failed to line up 
any of these men but another agency 
assistant, following the manager’s sug- 
gestion, found out the name of the lead- 
ing salesman who had been retained for 
the duration because he was too good to 
let go. This man, it developed was only 


agent in 
Mutual, 
lieutenant 
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INCREASE YOUR INCOME 


We desire representation in a number of cities and 
towns located in the states mentioned below. 
ance salesmen and General Insurance Agencies who 
can produce from fifty to a hundred thousand life in- 
surance a year can increase their incomes by represent- 
ing us under Agency Appointments direct with the 
The opportunity to become General 
Agents is always open to those showing initiative. You 
would have the backing of a very cooperative home 
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getting $300 a month ‘sities he had 
previously earned $7,500 a year. Obvi- 
ously, although he saw the necessity for 
the salary cut as he was unable to pro- 
duce anything, he was none to happy 
about it and he was restless. As a re- 
sult it was fairly easy to sell him on life 
insurance and he is now a producer. 
The men who are too good to let go 
even when business is poor are the best 
prospective agents as when a firm lets 
out men it is obvious that it will let the 
poorest men go first, according to this 
manager. However, when a firm has 
reduced its personnel those still left on 
the payroll are usually uneasy because 
they are either carried at reduced pay or 
they are fearful that they may be among 
the next victims if the ax falls again. 
WIESE 


AGENCY CAMPAIGN LEADER 


The Raymond J. Weise agency of 
Northwestern National Life in Chicago 
took first place among class 1 agencies in 
the recent 90-day achievement campaign. 
Unit Manager A. J. Zern and Agent 
H. P. McGovern both were among the 
winners in their classes. 


BECKER TALKS ON TAX ISSUES 

Benjamin M. Becker of the law firm 
of Levinson, Becker, Peebles & Swiren 
addressed the meeting of producers and 
clients of Fred S. James & Co. of Chi- 
cago, Thursday on “The Revenue Act 
of 1942 and Planning for 1943 Taxes.” 
He took up such questions as changes in 
rate of tax, victory tax, tax considera- 
tions in purchasing insurance, pension 
trust and estate matters. 


CASHIERS MAN LEADING 

McVickers theater 
movie houses in war bond sales with 
more than $125,000. The booth is 
manned by members of the Life Agency 
Cashiers Division of the Chicago Asso- 
ciation of Life Underwriters. Miss E. 
D. Jones, Manhattan Life, is committee 
chairman. The division produced 272 re- 
cruits in response to a Treasury request 
for workers to cover movie theaters. 
Miss Mildred Krech, Massachusetts Mu- 
tual, is president. 


THEATER 


leads the Chicago 


BUSINESS REPORTED IMPROVED 


A number of agents in Chicago report 
that business considerably improved dur- 
ing November. They found a decided 
upturn. They attribute this to the fact 
that the large amount of government 
spending has helped many lines of busi- 
ness and money has filtered through 
different channels. While agents re- 
porting this increase have not written 
defense workers they declare that their 








assured had profited from increased 
wages. 
PERSONNEL PROBLEMS 


Every office is profoundly interested 
and concerned with the personnel prob- 
lem, It is getting worse and office man- 
agers are resorting to every possible ex- 
pediency. Men on the pension roll are 
being recalled, older men are being em- 
ployed, women are being promoted to 
positions that heretofore they have not 
been called to fill. When key men are 
called into the service, it makes quite 
a dent in the structure. Many offices 
find that simply taking care of the daily 
routine has become a task. They are 
anxious not to undertake any more 
work that will call for more employees. 

The end of the year naturally brings 
a strain to the accounting departments. 
Whether insurance offices will be 
obliged to work in shifts remains to be 
seen. In some cases employers are get- 
ting in contact with former women em- 
ployes who resigned on account of get- 
ting married or wanting to do some 
other kind of work to see if they will 
not return and work at least a few hours 
a day. As a consequence of so much 
inexperienced help the normal flow of 
work is greatly retarded and numerous 
mistakes occur. The situation will be- 
come more acute as time goes on, as 
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the government has requisitioned type- 
writing, dictating and calculating ma- 
chines, Often it is impossible to get 
repairs made on the present machines 
on account of lack of help in that par- 
ticular field. 





SUPERVISORS ENTERTAIN CHIEFS 


General agents and managers were 
euests of their supervisors at the an- 
nual dinner of the New York City Life 
Supervisors Association. Attendance 
exceeded 100. A feature of the evening 
was the Risen of a Christmas greet- 
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ing to all members in the service, in 
which members and guests participated. 
Robert Lahm, Home Life, association 
president, read the names of the 14 
members now in the armed forces. The 
association recently sent to each an all- 
purpose pocket knife as a Christmas 
present. 

In accordance with custom, Mr. 
Lahm presented a testimonial scroll to 
W. C. Smerling, Berkshire Life, in ap- 
preciation of his services as president. 


Harry Tanner, comedian, entertained 
with a monologue. Felix Restivo, ac- 
cordionist, led the singing. 











LIFE AGENCY CHANGES 





Penn Mutual Names E. L. Reiley to 
Cleveland Post; Zimmer to Columbus 








E. L. REILEY 


Edward L. Reiley has been appointed 
Penn Mutual Life’s general agent at 
Cleveland. At present he is general agent 
in New York City, after having been 
co-manager of the home office agency in 
Philadelphia. He succeeds ihe partner- 
ship of Banks & Transue, the principals 
of which are in military service. 

Mr. Reiley was graduated from Lafay- 
ette College in 1924 and worked as an 
engineer for the Public Service Corpor- 
ation of New Jersey and for the City of 
Easton, and for a brief time as engineer- 
ing instructor at Lafayette. In 1927 he 
became associated with Penn Mutual in 
special research. In 1934 he was trans- 
ierred to the home office agency as assist- 





ZIMMER 


ROBERT K. 


ant supe rintendent of agency and direc- 
ter of training, and supervised a unit 
which consistently maintained an an- 
nual production of over $3,000,000. He 
was graduated from the Penn Mutual’s 
managerial training school and obtained 
his C.L.U. designation in 1932. At the 


time of John A. Stevenson’s elevation 
to executive vice-president Mr. Reiley 
and Mr. Reese became co-managers of 
what had been the Stevenson agency, 
which had in excess of $260,000,000 of 
life insurance in force. In July, 1941, 
Mr. Reiley was appointed general agent 
in New York City. s 

Mr. Reiley is president of the Penn 
Mutual Chapter C.L.U. In the Philadel- 
phia association he was chairman of the 
supervisors group, the training course, 
the public relations committee, the law 
and comity committee, and was vice 
chairman for the 1940 National conven- 
tion. In the Philadelphia C.L.U. he was 
educational chairman, vice president and 
president, was president of the Philadel- 
phia Association of Life Underwriters, 
and served at the time Philadelphia was 
host city for the National association’s 
annual convention. 

For five years he has conducted the 
life insurance salesmanship courses in 
the evening school of accountancy and 
finance at the University of Pennsyl- 
vania. 

Mr. Reiley was chairman of the course 
in advanced salesmanship sponsored by 
the Life Underwriters Association of 
New York. 

Presently he is educational vice-presi- 
dent of the New York City Association 
of Life Underwriters. 

Robert K. Zimmer has been appointed 
general agent in Columbus, O., by Penn 
Mutual Life. Mr. Zimmer entered life 
insurance in 1931 with the Joseph M. 
Gantz agency of Pacific Mutual Life 
and became manager of the Columbus 
agency six years later. In 1941 he be- 
came affiliated with the Robert P. Gygli 
agency of Penn Mutual Life. He now 


succeeds Mr, Gygli as general agent. 

Mr. Zimmer’s life insurance sales have 
totaled over $2,000,000 and there has not 
been a single death claim on his ac- 
counts. He was president of the Colum- 
bus Association of Life Underwriters in 
1937. He is still a director and a state 
association delegate. 





Jackson to Philadelphia 
for Mutual Life of N. Y. 


Mutual Life of New York is transfer- 
ring Frank B. Jackson, home office su- 
pervisor, to Philadelphia as acting man- 
ager of the McMillin agency there. He 
will serve in place of J. L. McMillin, 
who on Jan. 1 will become manager of 
the Memphis office covering west Ten- 
nessee, ncrth Mississippi and east 
Arkansas. 

Mr. Jackson will supervise the Mc- 
Millin agency until next spring, when a 
permanent successor to Mr. McMillin 
will be appointed. 

Other New York officials of the com- 
pany plan to devote part of their time 
in coming months to plans for further 
development of business in the Phila- 
delphia territory. Mr. Jackson will con- 
tinue to supervise the development na- 
tionally of the company’s salary savings 
plan while in Philadelphia. He joined 
Mutual Life in 1935 and served in vari- 
ous capacities at the Erie, Pa., agency 
until appointed salary savings supervisor 
at the home office. He is a past presi- 
dent of the Erie Life Underwriters As- 
sociation. 





Handle State Mutual Life 
Units of Men in Service 


State Mutual Life has made ‘several 


interim appointments where general 
agents are in service. Among these are 
Harry Y. Penniman, who is operating 


the Baltimore office for General Agent 
Harry I. Warren, a lieutenant (j.g.) in 
the naval reserve; Herbert C. Johnson, 
who is handling the Morris Brownlee 
agency at Houston while Mr. Brownlee 
is a lieutenant in the air corps; Edward 
Lobley at Philadelphia for General 
Agent Morton H. Wilner, lieutenant in 
the air force, and Leon Katz, Wash- 
ington, D. C., for General Agent Bern- 
ard L. Wilner, a captain in the army 
finance department. 





Mrs. Bush Named to Form 
Women’s Department 


Mrs. Eunice C. Bush has been ap- 
pointed supervising assistant by Mutual 
Life of New York with headquarters at 
Baton Rouge, La. She heads the wom- 
en’s department of the New Orleans 


agency but will continue to write insur- 
ance in her own name. Mrs. Bush will 
select, train and supervise women rep- 
resentatives. 

She led the agency in October in writ- 
ten business with 20 cases closed and 
also led the agency for the calendar year 
through October in number of lives in- 
sured. Mrs. Bush is a member of the 
Women’s Quarter Million Dollar Round 
Table. She was first in the Hole-in- 
One Club for settlement with applica- 
tion in the first 10 months, second in 
paid for business for that period and has 
qualified eight times for the - National 
Field Club. 


Union Mutual Appoints 
Feldman at Pittsburgh 


Robert L. Feldman has been ap- 
pointed manager of the Pittsburgh 
agency of Union 
Mutual Life of 


Portland, Me. For 
16 years, Mr. Feld- 
man has been con- 
nected with the 
Edward A. Woods 
Company of Pitts- 
burgh, one of the 
country’s largest 
agencies and until 
recently general 
agent for Equitable 
Society. His lat- 
est position with 
that organization 
was assistant su- 
perintendent. 

Having headed the estate analysis 
department of the Woods organization, 
Mr. Feldman has a broad experience in 
advanced programming, estate analysis 
and estate conservation work. He has 
also handled several large group cases. 
Mr. Feldman will promote Union Mu- 
tual’s accident and health line in addi- 
tion to life business. 





R. L. Feldman 





Curtis Resigns Acacia; 
Nashem in Charge 


I. H. Curtis, Chicago manager of 
Acacia Mutual Life, has resigned effec- 
tive Jan. 1. He plans to remain in the 
insurance business. 

Lee O. Nashem, assistant to the field 
vice- -president at the home office tem- 
porarily is supervising Chicago. He is 
on the Pacific Coast this week but will 
return to conduct the office until a suc- 
cessor to Mr. Curtis is selected. E. E. 
Anderson is assistant manager in Chi- 
cago. 

Mr. Curtis has had about 14 years’ 
life insurance experience. Before going 
with Acacia he was a very successful 
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agent of the Travelers branch in Chi- 


cago. 


A. H. Doty to Chattanooga 
for Mutual Benefit Life 


Alvin H. Doty, general agent of Mu- 
tual Benefit Life in Sioux City, Ia., for 
six years, has been appointed manager 
at Chattanooga, Tenn., effective Jan. 1. 
He went there from Jackson, Miss. 

Mr. Doty is president of the Kiwanis 
Club and vice-president of the Sioux 
City Association of Life Underwriters, 
and has served as head of the Civic 
Music Association and of the Y.M.C.A. 
board. 


Fowler Goes to Peoria, Ill. 


C. Herbert Fowler, who 
eeneral agent of Monarch Life art 
White Plains, N. Y., now goes to Pe- 
oria, Ill., as general agent for the com- 


has been 


pany. He will develop the business of 
Moni irch in central and southern IIli- 
nois. Mr. Fowler has been with the 


company for many years. 
to White Plains he was in 


ter, No 


3efore going 
Manches- 


Kox Resigns from Travelers 


Rodney Kox, manager of the Oak 
Park, Ill, branch office of Travelers, 
has resigned after being connected with 
that company for 24% years. Previously 
he was in the disability division of Con- 
tinental Assurance at the head office. 


Dr. King Assistant in Baltimore 


Dr. Howard J. King has been ap 
pointed assistant to the general agent 
in Baltimore for Mutual Benefit Life. 


Dr. King has been with the company 
in this agency the past three years, and 
is a member of the Million Dellar 
Roundtable. 





Beckham to Return to Dallas 

Horace F. Beckman, assistant super- 
intendent of agencies, of Minnesota Mu- 
tual Life, plans to return to Dallas as 
general agent, succeeding Lyman King, 
who is now serving in the navy. It was 
in Dallas that Mr, Beckham had his in- 
troduction to life insurance in the Sam 
Rk, Weems agency of his company. 


Sawyer Quits Northern Life 

O’Brien Sawyer, general agent of 
Northern Life of Seattle in Los An- 
geles has resigned. He expects shortly 
to anounce a new connection. 


Weide Shifted to Austin, Tex. 

Boyd L. Weide, who has been gen- 
eral agent of Minnesota Mutual Life at 
North Platte, Neb., has been trans- 
ferred to Austin, Tex., to take a simi- 
lar post. 


Hunter to Build Waco Agency 
W. & 


Southern 


supervisor for 
and Republic 


Hunter, former 
Old Line Life 


N: ational will develop a an agency in the 






.-NOW IN OUR 


HENATIONAL hattenarnrntehetonninai 


estab- 
Arts 


Waco, Tex., territory. He has 
lished headquarters in the Medical 
building there. 


Cadwell Named in San Diego 


Ga A Sattem, 
of Mutual Life, 


Los Angeles 
has appointed Floyd A 


Cadwell district manager in San Diego. 
Pueblo, 


agency organizer at 
number of years. 


He was 
Colo., for a 


COMPANY MEN 


manager 





Mott Returns to Republic 
National; Simmons Named 
Agency Supervisor 


Thomas M. Mott, formerly actuary 
of Republic National Life, who resigned 


early in 1942 to-manage American Sav- 
ings Life at Kansas City, has returned 
to his former position. addition to 





THOMAS M. 


MOTT 


his actuarial duties he will also serve as 
office manager. 

Milton F. Simmons, for the past two 
years agent of Republic National in spe- 
cial work, has been made agency super- 
visor, He has had six years’ field experi- 
ence in life insurance and served several 
years as investigator for the Texas in- 
surance commission. He is working out 
of the home office of Agency Vice-presi- 
dent M. Allen Anderson, 


Magee Quits Lamar Life 


Rex B. Magee, advertising manager 
of Lamar Life, has resigned to become 
manager of the Mississippi free state 
fair and executive officer of the Jackson 
civilian defense council. 
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Ohio Association Opposes 
Relaxing Part-Timer Rules 


COLUMBUS—The Ohio Association 
of Life Underwriters at its fall council 
meeting here adopted a memorial to the 
Ohio department, urging that no 
changes be made at this time in the de- 
partment’s regulations regarding part- 
time agents. The regulations require 
that before one may become a _ part- 
time agent he must have the written per- 
mission of his employer to use the tele- 
phone for insurance business and also 
be permitted to leave his work from 
time to time to service policyholders. 
Some interests had urged that these 
regulations be relaxed as a “war meas- 
ure” so that rural sections may be “more 
adequately serviced.” Full-time insur- 
ance agents say they will care for the 
rural business without any relaxation in 
the department’s regulations. 

Henry S. Stout, John Hancock, Day- 
ton, explained his chart for promoting 
membership campaigns. This chart has 
been adopted by the N.A.L.U. and will 
be distributed by it 
_ It was decided to hold no convention 
in 1943. In its place there will be an- 
other council meeting in the spring. 
Superintendent Lloyd and members of 
his staff were guests at luncheon. 

The council is composed of the offi- 
cers, chairmen of committees and past 
presidents of the state association, to- 
gether with the president and one rep- 
1esentative each of the 26 local associa- 
tions. About 50 attended the meeting. 
Gratifying reports were received on ac- 
tivities in the sale of war bonds on the 
payroll allotment plan. 


Sharpe Warns Against 


Relaxing Agency Standards 


DALLAS—Voicing the hope that the 
agency departments will not become so 
volume-crazy as to give way to practices 
that will lose for the life insurance sell- 
ing forces the advances of recent years 
with respect to increased efficiency and 
prestige, J. Harold Sharpe of Fort 
Worth, president of the Texas Associa- 
tion of Life U nderwriters, addressed the 
Dallas association, urging an_ all-out 
contribution to the war program. 

“T hope the life insurance companies 
will take it on the chin, so to speak, 
during this emergency, just as many 
other businesses are doing, so that the 
agency departments will be in just as 
strong a position when the peace is won 
and will enjoy just as much public 
prestige as they did when our nation 
entered the war,” Mr. Sharpe said. “In 
my opinion, they cannot do this if they 
revert to old practices of giving con- 
tracts indiscriminately to men, whether 
part-time or full-time. 

“My advice for stepping up the con- 
tribution of life underwriters to the war 


effort is for us to do the same thing we 
have been doing but to put in a little 
more time and exert a little more effort. 
Let it be said when the war has been 
won that they did their full share.” 

He asked that the producers paint a 
better picture of the paying end of life 
insurance. Emphasizing the importance 
of relying on veteran agents to keep 
production going and warning against 
handing out contracts to producers in- 
discriminately, Mr. Sharpe pointed to 
the situation in Tarrant county (Fort 
Worth) where there are 849 licensed lite 


agents, most of whom, he said, know 
nothing about what they are doing. 


“It isn’t any wonder that the major- 
ity of the public regards life insurance 
agents as a public nuisance. With the 
situation like this, it has a right to.” 

Tribute was paid 21 living past presi- 
dents of the Dallas association. Sixteen 
of them were guests of honor at the 
luncheon. 


Jenkins Tells Favorable 
Effects of Gas Rationing 


ST. PAUL—Ten effects which gas 
rationing will have on life insurance 
production, most of them beneficial, 


were presented by W. R. Jenkins, sales 
director Northwestern National Life, at 
a luncheon meeting of St. Paul Life 
Underwriters, Inc. 

Admitting that a reduced supply ot 
gasoline is going to bring inconveni- 
ences, hardships and problems to the 
life agent, Mr. Jenkins pointed out cages 
most progress has always been made 
time of stress and hardship and as 
listed the 10 things which gas ration- 
ing is going to do to the life insurance 
saleman: 

(1) It is going to greatly reduce the 
cost of doing business and add on the 
average 10 percent to the spending in- 
come of the agent. 

(2) It is going to focus the attention 
of the agent on the most costly part of 
his operation. It should do away with 
the old 40-15-1 ratio—40 prospects, 15 
interviews and only one sale. “The 
thing to do is to put more energy into 
your work and cut down such ratios as 
this,” he said. 

(3) Start using appointments to get 
interviews. 

(4) make proper and intelligent use 
of prestige. 


(5) Concentrate activities in a small 
area. “This will enable you to develop 
your market and cut down competi- 
tion.” 

(6) Build your work around essen- 
tial activities, such as service. “Service 
has been entirely too neglected by life 
agents.” 

(7) Force a real interview when you 


face your prospect. “Surveys show that 

#2 percent of life insurance contacts do 

not get beyond the approach point.” 
(8) The salesman must correct one 
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major fault—failure to get adequate in- 
formation on his first calls. 

(9) Silly objections why a prospect 
cannot take out more insurance will dis- 
appear. The prospect is going to be 
more considerate of the time and ex- 
pense of the agent. 

(10) Changed conditions under gas 
rationing are going to give the agent 
courage to tear up his “china eggs.’ 

Henry Wise, membership chairman, 
reported that in the last six months the 
membership has jumped from 87 to 129 
and that a number of agencies have 100 
percent representation. 


Missouri Caravan Meetings 
Because of rubber shortage, Frank 
Vesser, Reliance Life, St. Louis, presi- 
dent of the Missourj Life Underwriters 
\ssociation, is holding caravan sales 
congresses at the several local associa- 
tions. Those who assisted him at 
Springfield were Lester Becker, Lincoln 
National at St. Louis, chairman of war 


bond sales committee; Glenn McTag- 
gart, Prudential, St. Louis, state chair- 
man of the transportation commit- 


tee, and Adam Rosenthal, manager Aca- 
cia Mutual, St. Louis, state chairman of 
the program committee. 


Chicago Directors Named 


Four directors of the Chicago Asso- 
ciation of Life Underwriters have been 
named to replace members who have 


entered the service. . E. Smith, 
Northwestern Mutual, succeeds F. E. 
Gould, New England Mutual, and 


serves as chairman of the advertising 
and public relations committee. R. C. 
Whitney, Connecticut Mutual, has been 
named to replace Edward Carnal, who 
recently was promoted to the home of- 
fice of Occidental Life of Los Angeles. 
E. C. Hoy, Sun Life of Canada, re- 
places J. F. Ramsey, Mutual Benefit, 
and J. M. Royer, Penn Mutual, replaces 
Co: Zimmerman, Connecticut Mutual 
Life, who is a lieutenant commander in 
the navy. 

Leather bound books “Life in Serv- 
ice Record Books” have been sent to 
the 125 members in the armed forces, 
accompanied by a personal letter from 
President J. H. Brennan. The book is 
covered with simulated blue leather 
with a gold eagle and contains a num- 
ber of divisions permitting the service 
men to keep accurate records from the 
day they are sworn in. 


Los Angeles-—An all time high mem- 
bership record has been achieved. The 
association closes the year with a total 


It is one of 


paid up membership of 755. 
has achieved 


the féw associations that 
an increase in membership this year. 
Credit is given to Charles E. Cleeton, 
general agent of Occidental Life, who 
was chairman of the membership com- 
mittee. 

San Francisco—Approval was xviven by 
the directors to the letter written by H. 
K. Cassidy, president California associa- 
tion, to Grant Taggart, president Na- 
tional association, and the speech before 
the Life Agency Officers in Chicago by 
James E. Rutherford, executive vice- 
president of the National association. 

It is planned to send copies of the 
resolution of commendation to all local 
associations in California and to state 
associations in Oregon, Washington, 
Utah and Colorado and to the principal 
local groups in those states, suggesting 
that they adopt similar resolutions, 

Grand Rapids—Clifford Green of the 
University of Grand Rapids spoke on 
“How I Would Persuade Plenty of People 
to Want to Own Plenty of Life Insur- 
ance.” 

Mr. Green emphasized the trend from 
negative to positive selling, suggesting 
the elimination of such terms as “pay,” 
“payment,” “payable,” “paid,” “purchase,” 
“cost,” “net cost,” “premiums” and 
“carry’—and the introduction of ‘invest- 
ment,” “investing,” “deposits,” “create,” 
“earnings,” etc. He defined the work of 
the life insurance representative as 
bringing sunshine and dollars to those 
who need it most, when they need it 
most. 

Membership chairman, Harry Geske of 
Equitable of Iowa, introduced 31 new 
members and President Carl Devol out- 
lined plans for a committee on “service 
to servicemen,” and another committee 
to help the individual members solve 





their problems created through gas 


rationing. 


Indianapolis—Hilburt Rust, vice-presi- 
dent and associate editor R. & R. Service, 
spoke on “Today and Tomorrow” in 
a discussion of selling plans. He is a 
past president of the association. John 
F. Viadoiu has been appointed executive 
secretary, succeeding Cecil Taylor, who 
had to resign because of other duties. 


Salt Lake City—A panel 
was led by C. E. Bechtel, manager 
tual Life, assisted by J. M. Wallace, 
president Walker Bank & Trust Co. and 
former mayor of Salt Lake City. Six- 
teen members also participated in a 
questionnaire dealing with the various 
elements of life insurance service and 
the appeal to the average citizen in the 
market for policy benefits. 

W. B. Furman, Prudential, past presi- 
dent, who is being transferred to Los 
Angeles, was presented a clock and an 
index desk set. President Carl R. Mar- 
cusen of Pacific National Life outlined 
some of Mr. Furman’s accomplishments 
since he went to Salt Lake City in 1936. 


Racine-Kenosha, Wis.—George F. 
Stange, New York Life, Kenosha, has 
been named vice-president to fill the un- 
expired term of Ralph E. Alderson, 
Metropolitan Life, Kenosha, who _ re- 
signed due to inability to give the office 
the time he felt it deserved. 

Mr. Stange’s appointment was made 
at the suggestion of Mr. Alderson, who 
years ago broke Mr. Stange into the life 
insurance business. 

Mr. Stange has completed 453 
of consecutive weekly production. 

Youngstown, O.—William S. Miller of 
the General Fireproofing Co. spoke at a 


discussion 
Mu- 
vice- 


weeks 








banquet. 
Austin, Tex.—T. H. Spindle, educa- 
tional director of Amicable Life, spoke 


on “Victory Selling.” He said _ that 
while many life insurance men are 
greatly disturbed by the effects of an 
all-out war and have slumped in their 
production, other men are selling as 
much and in some instances more busi- 
ness than they produced in the time of 


peace. 
The enemies which are _ interfering 
with personal production are those 
which are unrecognized or faintly seen 


by the salesman. These enemies he pre- 
sented as negative thinking and unwill- 
ingness or inability to adjust himself to 
new conditions which call for changed 
methods of work. 

Minneapolis — Three Minneapolis 
ducers, each of whom has written more 
business this year than last year and 
each of whom has a different primary 
market provided the program at _ the 
Dec. 17 luncheon meeting They were Mrs. 
Hazel Herrmeyer, Penn Mutual; Ted 
Kraemer, New York Life, and Clarence 
Stiehm, Security Mutual Life. They told 
of their own experiences in finding and 
selling prospects in war time. 

Wichita — About 130 members and 
their wives attended the Christmas din- 
ner meeting. Dr. Kenneth McFarland, 
superintendent of schools of Topeka 
gave a patriotic address. Paul Jernigan, 
Penn Mutual general agent, chairman 
of the program committee, presided. 

Jackson, Tenn.—Ways and means of 
reducing the amount of travel necessary 
to sell life insurance and service what 
has been sold were discussed. A ladies 
night dinner meeting will be held Jan. 8. 

Davenport, Ia.—Grant Taggart, presi- 
dent of the National association, will 
speak at a luncheon meeting Dee. 18. 

Columbus, 0O. Oliver P. Kernodle, 
manager of Phoenix Mutual Life in Chi- 
cago, will speak Friday on “Motivation.” 

Kansas City—Ralph A. Trubey, man- 
ager of Guardian Life at Fargo, N. D., 
spoke at the regular monthly meeting. 

Oklahoma City—At the meeting Dec. 
17, L. K. Mosteller, attorney, discussed 
“The 1942 Tax Law.” talph Reese, unit 
manager of Equitable Society, spoke on 
“Life Insurance Service for the Men in 
Armed Forces.” 

New Orleans—E. C. Upton, Jr., Sun 
Life, has been advanced from vice-presi- 
dent to president. He succeeds Victor 
H. Schiro, Metropolitan Life, who re- 
signed when he joined the coast guard. 


pro- 














Akron, 0.—Edwin J. Thomas, presi- 
dent Goodyear Tire & Rubber Co., re- 
viewed progress in the war effort. 


“Every last spark of talent, know-how 
and courage must be thrown into this 
fight for our very existence. We are 
fighting crusading fanatics who would 
destroy everything we hold dear,” he 
declared. “The impact of the war is 
coming closer to all. We will have to 
sacrifice. We will have to work harder.” 

Toronto— James Westaway, Aetna 
Life, has been elected president. Vice- 
presidents are Morley Sparling, North 


American Life, and Charles Trainor, Pru- 
dential; secretary -treasurer, Henry 
Meek. 

San Franciseco—Cash and toys for 
under-privileged children were contrib- 
uted at the annual Christmas luncheon. 
Lloyd E. Wilson, secretary California 


Masonic grand lodge, spoke. 
Springfield, Mass, — Grant Taggart, 
president National association, spoke on 


“Gearing Our Business to Victory.” De- 
scribing life insurance as an essential 
industry and a hedge against inflation, 
Mr. Taggart declared that “every agent 
on the firing line of selling is adding to 
the backlog of security for post-war 
America.” 

Mr. Taggart said that the National 
association will go out next year for 
legislation to permit policyholders to 
claim exemptions in filing their income 
tax of all money paid for insurance pre- 
miums. 

Cincinnati—David 
ant and lawyer 
ciation Friday 
act. 


Stock, tax consult- 
is addressing the asso- 
noon on the new revenue 


License Ordinance in Wichita 

WICHITA, KAN.—Wichita  insur- 
ance agents were required by a new ordi- 
nance to obtain annual licenses by Oct. 
1, with payment of $1 fee, although 30 
days of grace were allowed about 500 
life, fire and casualty agents are on the 
records of the city license collector. 
Violation of the ordinance is a misde- 
meanor and upon conviction is subject to 
a fine of not less than $25 nor more 
than $100. 


MANAGERS 


Byrd Is New President 
of New Orleans Managers 
NEW ORLEANS—Luther M. Byrd, 


agency director New York Life, was 
elected president of the Life Managers 
Association of New Orleans at the an- 











nual meeting. He succeeds’ Frank 
Freidler, Home Life, who served two 
years. George Liebkemann, Massachu- 


setts Mutual, is vice-president, and J. W. 


Smither, Jr.. Union Central, secretary- 
treasurer. 
Julian S. Myrick, vice-president Mu- 


tual Life, urged the general agents and 
managers to keep their organization in- 
tact in order that they may better serve 


ak 
own 


their policyholders during and after the 
war. 

He deplored ‘the “short sightedness 
and selfishness of the easy money work- 
ers who throw their wages away instead 
of helping the government and saving 
for a rainy day.’ 


R. L. Hoghe “New President 


of Los Angeles Managers 

LOS ANGELES—At its annual 
meeting the Life Insurance Managers 
Association of Los Angeles elected 
these officers: President, Russell L. 
Hoghe, Equitable Life of Iowa; vice- 
president, Mark S. Trueblood, Union 
Central Life; secretary-treasurer, Ed- 
ward Kelly, Metropolitan Life; direc- 
tors, W. K. Murphy, Northwestern 
Mutual Life; Jack White, Prudential, 
and Charles E. Cleeton, Occidental 
Life. Five members now are in serv- 
ice, one of whom, Capt. Fred M. Mc- 
Millan, was a guest. 

Tribute was paid to the memory of 
the late George H. Page and a commit- 
tee was named to draft resolutions of 
respect. 

Kellogg Van Winkle, Equitable So- 
ciety, chairman of the California associ- 
ation legislative committee, reported on 
the status of proposed legislation. 

resident Hoghe reported that the 
association now has 58 members. The 
final meeting of the year was set for 


Dec. 21, with Rev. Dr. Donald H. Tib- 
bett as speaker. 
Pittsburgh Supervisors Elect 

The Pittsburgh Supervisors’ Club at 


its annual election named the follow- 
ing new officers: President, Edward L. 
Sittler, Jr., supervisor Mutual Life of 
New York; vice-president, Joseph Buck, 
Bankers Life of Nebraska; treasurer, 
Robert Apple, Aetna Life, and secre- 
tary, Ross S. Edgar, executive secretary 
of the Pittsburgh Life Underwriters 
Association. 


Farewell Dinner for Herb 


SALT LAKE CITY—The December 
meeting of the Utah Life Managers 
was a dinner in honor of President F. 
E. Herb, tendered by his associates 
prior to his leaving for service as lieu- 
tenant in the navy. He is succeeded as 
president by N. O. Thompson, Occi- 
dental Life. His successor as general 
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agent of Penn Mutual has not yet been 
a announced. 


Hold Christmas Parties 

The Supervisors Club of the Cleveland 

Life Underwriters Association held its 
Christmas party Dec. 12. 

The Life Agency Cashiers Association 
of Cleveland held its Christmas party 
Dec. 15. 








Albany Managers Eye Trends 

A round table discussion of current 
problems featured the meeting of the Al- 
bany General Agents & Managers Asso- 
ciation Monday. President Harry W. 
Albright presided and participating were 
oo_ J. Foley, Edward R. Gettings, 

. Frank Burke and John H. Clyne. Sub- 
Sooke discussed were taxation, production 
in non-war industry territories and re- 
cruiting. 





MacDonald Toronto President 


New officers of the Toronto Life In- 
surance Managers Association are: 
President, C. N. MacDonald, Travelers; 
vice-presidents, J. C. Kyle, Metropolitan, 
and W. McMillian, Manufacturers Life; 
secretary-treasurer, H. W. Merrick, 
Confederation Life. 





The San Francisco General Agents & 
Managers Association will hold its an- 
nual Christmas luncheon on Dec. 29. 


RECORDS 


Great-West. Life—In the November 
sales contest honoring members in serv- 
ice, all qualifiers contributed to a Christ- 
mas parcel fund with made the largest 
November production in the company’s 
history. Z. W. Finberg, St. Paul, won 
first place with over $110,000. The Win- 
nipeg agency led in volume of business 
and Chicago led the United States 
branches. New applied business and 
placed business both showed gains of 
more than $2,500,000 over November, 
1941. 

Acacia Mutual—Placed 
showed a 13 percent increase in No. 
vember, compared. with November, 1941. 

Equitable Life of Iowa—Reports $3,- 
816,485 business produced in November, 
which brought the total new paid busi- 
ness for the year to $49,284,611. This 
compares favorably with the 1941 rec- 
ord, in spite of a reduction in the field 
force of at least 15 percent. Life insur- 
ance in force increased $1,261,706 in No- 
vember and $14,578,500 for the year to 
date, for a new total of $633,298,533. 

A. H. Allison of the Philadelphia 
agency of Wallis & Son was the leading 
producer. Hoey & Ellison, New York 
City, led all agencies for the month with 
H. S. Bell of Seattle second and Wallis 
& Son of Philadelphia third. 


C. LU. 


Aid to Service Men 


The Cleveland C. L. U. chapter has 
recently completed a discussion guide to 
assist clients of Cleveland agents who 
are going into the service. It includes 
various helpful suggestions to the client, 
such as advising him in bringing his 
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will up to date, gearing administration 
plans to the current family and tax sit- 
uation, checking present insurance pol- 
icies and arranging the most satisfactory 
means of handling premiums and pay- 
ments, advising purchase of government 
insurance and assisting in filling out the 
proper forms. 


Davenport Tax Course 
The Davenport C.L.U. 


sponsoring a study group to cover the 
new tax law, beginning ones dl 11. 


~ SALES MEETS — 


Pacific Mutual Holding 
Regional at Del Monte, Cal. 


With the theme “Solution of Today’s 
Underwriting Problems,” general agents 
and agents of *Pacific Mutual Life in 
northern California are attending a re- 
gional conference at Del Monte. Im- 
mediately after the meeting, the hotel is 
to be taken over by the army. 

C. G. Standeford, Fresno general 
agent, presides at the opening session 
Friday afternoon, with the opening ad- 
dress being made by L. W. Morgan, 
vice- -president, who will discuss “Under- 
writing Problems from the Home Office 
Standpoint — Their Solution,” followed 
by an open forum. Maurice Bradley, 
Merced, will discuss “Sales Techniques 
That Work for Me” and Walter Hey- 
den, Oakland, “Getting the Business.” 
John Macedo, also of Oakland, will dis- 
cuss “Just as It Looks to Me”; Frank 
Simpson, Sacramento, “Where We Are 
Finding Our Business,” and Tom Proc- 
tor, Santa Rosa, “The Lessions of Over 
Three Decades.” 


chapter is 








Ted Dreyer, Oakland general agent, 
will preside at the “victory banquet” 
Friday evening. L. G. Campbell of 


Oakland will be presented a 40- -year 
service pin by W. M. Rothaermel, vice- 
president and ye of agencies. 

C. T. Abell, San Jose general agent, 
presides Saturday —. Speakers 
will be Frank M. Crooks, San Francisco, 
“Directory and Other Prospecting Tech- 
niques,” and Carter Bryant, manager of 
recruiting and induction at the home 
office, “Whys of Techniques.” R. R. 
Root of San Francisco will give a 
demonstration of telephone technique 
with Gerry Allen of Oakland as pros- 
pect. 

H. K. Cassidy, San Francisco general 
agent, will be in charge of a “rehearsal 
demonstration” by members of _ his 
agency. With Ray S. Hayes as “pros- 
pect.” Jack Hogan, Don Ford, Bob 
Duckworth and Ward Haldane, all re- 
cent additions to the agency, will par- 
ticipate. “Demonstration of Sales and 
Answers to Objections” will be presented 
by Mr. Root and Mr. Allen.  Vice- 
president Rothaermel will close the 
business sessions with an_ address, 
“Finding Solutions—Our Challenge.” 





Bankers Life Managers Meet 


3ankers Life of Iowa held a two-day 
managers’ regional convention in Salt 
Lake City, attended by representatives 
from Utah, Idaho, Montana, Washing- 
ton, Oregon, Nevada and California. 
Crowder, Salt Lake manager, 

was host. Present from the home office 
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were W. F. Winterble, director of 
agencies, Marvin Lewis, superintendent 
of agencies, and Severin Schulte, assist- 


ant superintendent. Subjects discussed 
included “Means and Methods of Doing 
Business Under Present Conditions.” 








LEGAL RESERVE FRATERNALS 





Fidelity to Issue 
°N ew Contracts 


Two new and as ju- 
Walter 
Life, 


adult contracts 
venile form were announced by 
C. Below, president of Fidelity 
Fulton, Ill., at the society’s annual field 
conference held for three days this 
week in Chicago. The adult forms are 
life paid up at 65 and retirement in- 
come at 55; the juvenile policy is a 
modified life paid up at 65 with graded 
death benefits during the early years 
as usual with such contracts. In addi- 
tion Fidelity has made available a payor 
clause that can be applied to all new 
issue permanent policies. 
Illustrative premium rates per 
on the new contracts are: 
Adult Contracts 


$1,000 





Life 
Pi. 
Age at65 
16 $16.93 
17 17.27 
18 17.62 
19 18.00 
20 18.39 
21 18.81 
22 19.24 
23 19.71 
24 20.19 
25 20.71 
26 21.25 
27 21.83 
28 2.45 
29 3.10 
30 23.79 
16 45.7 
47 48.30 
48 51.138 
49 54.31 
50 57.87 ear vo 
Juvenile 
Mod. Life P. U. at 65—($1,000) 
Ann Ann 
Mo Prem Mo. Prem 
Prem After Prem. Afte 
Age to 16 16 Age to 16 16 
0.5! 8 $15.7: 


; een Unitep Lire is show- 
ing the way with progressive 
up-to-the-minute plans that are 
geared for next year and the years 


. as well as for the 
present. Agents have a complete 
line of participating and non-par- 
ticipating plans to fit any condi- 
tion—and they, too, enjoy large 
renewal commissions during the 
early years of each contract. 


after the war.. 


Gor VICTORY Buy v.s. war) 
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Fidelity Life sales organization has 
been strikingly developed in the last 
year under the direction of T. QO, 
Hertzberg, general sales manager. The 
optional forms of settlement in the 
adult and juvenile ordinary life, 20 pay- 
ment life and whole life paid up at 65 
have been revised and modernized. 

Mr. Hertzberg and his staff of super- 
visors have developed a package sales 
plan, with prepared talks and definite 
prospecting methods which was_intro- 
duced at the meeting. 

President Below reported there had 
been an increase of $1,950,000 in the in- 
surance in force up to Dec. 1, the assets 
also have risen and the mortality ratio 
dropped slightly. 

Special honors were paid to’two wo- 
men of Illinois who were the only 
members of the field force to qualify on 
a paid basis for the $250,000 Club. 
These were Mabel Turk, Earlville, and 
Ida Canty, Sheridan. Mrs. Turk nosed 
out Mrs. Canty by only about $1,500 
paid business to become Fidelity Life 
volume leader in 1942 with $262,750. 
Both were presented war bonds. Mrs. 
Canty’s achievement was especially 
cutstanding since for much of the year 
she suffered from the effects of an auto- 
mobile accident which seriously affected 
her sight and forced her to make her 
selling rounds guided by her daughter. 
Her average case was said to be about 
$1,000, so that she sold about 250 con- 


tracts in the year. , 
Clarence West, Nebraska City, Neb., 


led in persistency with a 100 percent 
record. Ralph Turner, Neligh, Neb 


won first for largest average size adult 
contract with $1,593. Both were pre- 


NAME 
OR NUMBER? 


Here an agent is a real 
flesh and blood per- 
sonality 10 everyone 
in the Home Office 
from the office boys to 
the President AND— 
we are not so big that 





anyone on the assem- 
bly line forgets that an 
agent can only make 
his money on deliv- 
That's 
why the app gets 


ered policies. 


right-of-way until the 
policy is in the mail 
bag. 


CENTRAL LIFE 


Insurance Company 
of Illinois 


211 W. Wacker Drive, Chicago 


Atrrep MacArtuur, President 
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sented with war bonds. The awards 
were made at a banquet .by President 
Below. E. F. Barnes, fraternal super- 
visor Illinois department, spoke briefly. 

Service pins were awarded for the 
first time to about 30 full time repre- 
sentatives of whom one has served the 
society for 35 years, one for 20 years, 
six for 15 years or more, eight for 10 
years or over and 12 for five years or 





over. 

President Below presided at all the 
general sessions. Foster F. Farrell, 
manager National Fraternal Congress 
extended greetings. J. W. Leedle, 
Wheaton, Ill, Fidelity Life director 
spoke on safeguarding the home front 


through life insurance. 


Mrs. Watkins Appointed 
by Modern Woodmen 


Modern Woodmen has appointed Viv- 
jan A. Watkins, Oak Park, IIl., as direc- 
tor of junior activities, effective Jan. 1 
She has had wide experience in fraternal 
and social work, having been associated 
with Royal League at the head office in 








is ie, 














VIVIAN A. WATKINS 


Chicago eight years. She was editor of 
that society’s magazine and also was en- 
gaged in promotion of ritualistic work 
among women members. 

Prior to her association with Royal 
League, she performed social service 
work, which included five years at Chi- 
cago’s famous Hull House and the Beth- 
lehem Mission. At the latter institu- 
tion she was engaged solely in chil- 
dren’s welfare work. 

Mrs. Watkins is a graduate of Chicago 
Musical College, where she majored in 
English and dramatics. She is a past 
president of the press section of the Na- 
tional Fraternal Congress and has been 
active in that group for eight years. 

She will be located at the Modern 
Woodmen head office in Rock Island, 
Ill. Her duties will include promotion 





of ritualistic and fraternal activity 
among the women and junior members. 





Maryland-D. of C. Congress 
Meets in Baltimore Jan. 23 


The executive committee of the Fra- 
ternal Congress of Maryland & District 
of Columbia at a meeting in Baltimore 
decided to hold the annual meeting Jan. 
28 in the Emerson hotel, Baltimore. It 
will be concluded by a banquet and 
dance. 

The program will deal largely with the 
value and functions of fraternals in pro- 
moting the war effort. 

Among prominent people invited to 
speak are the governor of Maryland, 
mayor of Baltimore and Commissioner 
Gontrum, who always has manifested a 
lively interest in the congress and the 
welfare of its affiliated societies. 

The National Fraternal Congress will 
likewise be represented by its president, 
N. J. Williams, president Equitable Re- 
serve, Neenah, Wis., and two past presi- 
dents, Alex. O. Benz, president Aid As- 
sociation for Lutherans, Appleton, Wis., 
and S. H. Hadley, Sharon, Pa., president 
Protected Home Circle. John V. Sees, 
secretary Standard Life, Lawrence, 
Kan., also will give a talk. 

General arrangements are in charge of 
a committee headed by Hayes, 
Maryland director of Maccabees. Louis 
L. Littman, Baltimore, is president of 
the Maryland Congress. He is a direc- 
tor of the Standard Life. 





Kottler New President of 
Pennsylvania Congress 


Oscar A. Kottler, Artisans Order of 
Mutual Protection, was elected presi- 
dent of the Pennsylvania Fraternal Con- 
gress at its annual meeting in Pitts- 
burgh. He succeeds Louise Patrick, 
Pennsylvania manager of Woodmen 
Circle. 

Other new officers are: First vice- 
president, Nicholas Bubernak, Russian 
Brotherhood; second vice- president, F, 
B. Mallett, Protected Home Circle; sec- 
retary-treasurer, H. Bruce Meixel, Ben 


Hur Life. S. H. Hadley, president Pro- 
tected Home Circle, installed the new 
officers. 


Among the speakers were President 
N. J. Williams of the National Fraternal 
Congress, T. R. Heaney, Catholic Order 
of Foresters, immediate past president 
N. F. C.; J. E. Little, Maccabees; H. W. 
Teamer, executive secretary Pennsyl- 
vania Insurance Federation; Mrs. Susan 
Matuscak, First Catholic Slovak Ladies 
Union; Dora Alexander Talley, presi- 
dent Woodmen Circle, and Arthur S. 
Hamilton, “Fraternal Monitor.” 


C. O. F. Business Drive Is 
Based on Membership 


Thomas R. Heaney, secretary of 
Catholic Order of Foresters, Chicago, 
has been appointed supervisor of the or- 
ganization department by the high 








in force, despite high taxes, increased 


creased 16%. 





Family Security vs War Bonds 


President Roosevelt has made the statement and reiterated it, 
taining one’s Life Insurance is highly important in War time. 


This Truth has been recognized and adhered to in Great Britain and 
Canada, notwithstanding the requirements of these governments for the 
purchase of war securities by the citizenship. 


Not only have the British and Canadian families kept their Life Insurance 
War bonds, but they have added large amounts of New Insurance. 


British families increased their Insurance 19% in 1941 and Canada in- 


What they can do—United States families will equal and exceed. 


EQUITABLE RESERVE ASSOCIATION 
Neenah, Wis. 
Legal Reserve Life Insurance for Men, Women and Children 


that main- 


living expenses, and the purchase of 
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court and announced a 60th anniversary 
membership and efficiency campaign to 
run from Jan, 1 to May 31. 

Cash persistency awards are made 
available to subordinate courts, financial 
secretaries and individual members. The 
campaign is founded on the thought 
that C.O.F. originally was built by its 
membership and it is through them the 


society will be maintained and devel- 
oped. All jurisdictions of C.O.F. have 
been divided into districts, each of 


which includes a number of subordinate 
courts under the leadership of a direc- 
tor and his assistants. The chief 
ranger of each subordinate court will be 
a member ex officio of the director’s 
staff. Membership campaign commit- 
tees of not less than five members will 
be selected by the chief rangers. The 
purposes are to maintain the present 
membership, increase membership and 
conduct business affairs of subordinate 


courts with greater promptness and 
efficiency. 

N. F. C. Proceedings Stress 
Part in War Effort 


The proceedings of the National Fra- 
ternal Congress 1942 convention held in 
September at Chicago, which are now 
being distributed to members, bear a 
huge red “V” on the front cover which 
emphasizes the earnest manner in which 
the fraternal societies are helping in the 
war effort. The volume contains 392 
pages, including an index, list of officers 
and all committees, and a list of member 
societies with their principal officers. 

A foreword relates that at no time 
since the fraternal benefit system was 
organized in this country has there been 
greater evidence of its unity and power 
than was demonstrated following Pearl 
Harbor. “On that eventful day the fra- 
ternals of the United States immedi- 
ately realized that our nation was faced 
with its greatest danger, and the re- 
sponse was instantaneous. There was 
no need to appeal to our affiliated so- 
cieies for support to the U.S.O., the Red 
Cross, civilian defense activities, and 
the investment of funds for the purchase 
of war bonds and government securities. 
Even before your national officers could 
, Prepare literature directing attention to 
*our duty, reports from all parts of the 
nation indicated that the fraternal lodges 
were organized to cooperate fully with 
our authorities in government. Their 
treasuries were open, and their lodge 
halls made available for all governmental 


” 


purposes. 


F.I.C. Degree to Three Others 


Mrs. Henrietta Snider of the Supreme 
Forest Woodmen Circle, Omaha; Mrs. 











HIGH MORALE 
—and why not? 


@ The knowledge that you have the finest 


in equipment, helps, whether you be a 
soldier or a life underwriter. 


Fidelity representatives are equipped with 
the best in new sales equipment and 5 wel 
pecting aids. Their morale is high. They 
are selling more protection than they did 
in 1941 by a substantial margin. 


For details about these morale builders, 
write 


THOMAS O. HERTZBERG 
General Sales Manager 


Fidelity Life Association 


Legal Reserve Life Insurance 
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Royal Neighbors, and 
E. S. Morrison, Equitable Reserve, 
Neenah, Wis., have been awarded the 
degree ‘of Fraternal Insurance Counsel- 
lor by the Fraternal Field Managers’ 
Association. 


i C. Heath, 





Mrs. Orr Handles Missouri 


Mrs. Etta S. Orr has been appointed 
by Woodmen Circle in charge of field 
work in western Missouri. She was a 
delegate to the national convention from 
1935 to 1939 and for a number of years 
has been active in field work, being state 
vice-president of Missouri. 





E. A. Gwinner, Arkansas and Louisi- 
ana manager of -Modern - Woodmen, 
died at his old home town, Hannibal, 
Mo., after several months’ ‘illness. He 
had been with the society since 1924, 
starting as Missouri district manager. 
He became South Carolina manager in 
1933, and in 1936 took over Arkansas 
and Louisiana. 





* 





MAKE LIBERTY 
LAST FOREVER 


BUY 


UNITED STATES WAR 
BONDS AND STAMPS 


For the duration, Royal Neigh- 
bors of America will devote all of 
its advertising space to this one 
message, thus exemplifying patri- 
otic principles it, has practiced for 
47 years. In defense of the home 
and family, the society provides 
sound legal reserve life insurance: 
for women, men and children. 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILL. 
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SECURITY - PROTECTION - GOOD FELLOWSHIP 





A ioe Reserve Fraternal Life Ins. Society 
09 W. Jackson Blvd., Chicago 





“THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 


Port Huron, Michigan 

















AGNATIONAL UNDERWEITER 





Latest Policy Changes 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in March at $2.50 a copy, and the Unique Manual-Digest, 


published in May at $5 a copy. 





N. E. Mutual Revises 
Investment Forms 


New England Mutual has increased 
the cost of single premium contracts and 
decreased returns per each $1,000 of cash 
value under its retirement annuity con- 
tract. The single premium 10 year en- 
dowment contract has been discontin- 
ued. Single premium endowments 55, 
60 and 65, written for a minimum of 15 
years to maturity, have been added. 

Immediate life and refund annuities 
are on the same basis as Tables 13 and 
14 of the 1942 Unique Manual-Digest. 
Joint and survivor annuities are also 
available. 

The revised single premium rates and 
retirement annuity benefits follow: 

Single —Retirement Annuity— 
Prem. Cash val. *Mo. income per 
15 $100 $1000 cash val. 
Yr. End Ann. Life Ref. 





Life End, Yr. prem. M. F. ann, ann, 

Age §$ > $ 
10 360.10 764.80 1 62 45 50 4.15 3. 80 
15 380.30 765.20 2 154 46 51 4.24 3.86 
20 404.00 765.80 3 249 47 52 4.33 3.92 
25 431.80 766.60 4 347 48 53 4.42 3.98 
26 437.90 766.80 5 447 49 54 4.51 4.04 
27 444.20 767.10 6 549 50 55 4.61 4.11 
28 450.70 767.30 7 654 51 56 4.72 4.18 
29 457.30 767.60 8 762 5257 4.83 4.25 
30 464.20 767.90 9 $72 53 58 4.95 4.33 
31 471.30 768.20 10 gar 24 59 5:07 4.40 
32 478.60 768.50 11 4 104 55 60 5.20 4.49 
338 486.10 768.90 12 1,226 56 61 5.3 4.57 
34 493.90 769.30 13 4’954 57 62 5.48 4.66 
35 501.90 769.80 14 4°479 58 63 5.64 4.75 
36 510.10 770.30 15 4’619 59 64 5.80 4.85 
37 518.50 770.90 16 4°745 60 65 5.97 4.95 
38 527.20 771.50 17 7)gge 61 66 6.15 5.05 
39 536.26 772.20 18 2.024 62 67 6.34 5.16 
40 545.40 773.00 19 2169 63 68 6.54 5.27 
41 554.80 773.90 20 9'317 64 69 6.75 5.39 
42 564.50 774.90 21 2'469 65 70 6.97 5.52 
43 574.40 776.10 22 9°696 66 71 7.21 5.65 
14 584.60 777.40 23° 9785 67 72 7.46 5.78 
45 595.00 778.80 24 9.949 68 73 7.73 5.92 
16 605.70 780.40 25 3'117 69 74 8.02 6.07 
17 616.70 782.20 26 3/290 70 75 8.32 6.23 
48 627.80 784.20 27 9'466 
19 639,20 786.40 28 »9’e47 
0 650.70 788.90 29 3’ga2 10 «20 
1 «662.50 791.60 30 4.923 Yrs. Yrs 
52 674.40 794.50 3 4,218 Cert. Cert 
53 686.40 797.70 32 4417 45 50 4.09 3.90 
54 698.60 801.30 33 4,622 46 51 4.17 3.95 
55 0 ©6-710.90 805.10 3 4,832 47 52 4.25 4.01 
56 723.30 809.20 35 5,047 48 53 4.35 4.07 
57 735.80 813.70 36 5,268 49 54 4.42 4.12 
58 748.30 818.60 37 5,494 50 55 4.50 4.18 
59 760.80 823.80 38 5,725 51 56 4.60 4.24 
60 773.40 829.40 39 5,963 52 57 4.69 4.30 
61 785.90 .... 40 6,206 53 58 4.79 4.36 
62 798.50 45 7,517 54 59 4.90 4.41 
63 310.90 .... 50 9,001 55 60 5.01 4.47 
64 823.30 .... 55 10,679 60 65 5.61 4.75 
65 835.60 phan tr .... 65 70 6.30 4.98 

*To obtain monthly income per 53100 


annual premium divide cash value at at- 


tained age by 1,000 and multiply by in- 
come per $1,000 for attained age shown 
in ate above. 
® ‘ 
Pan-American s 
~~ . Bo 

Participating Plans 
Are Announced 

Details of Pan-American’s new  par- 
ticipating coparemont, which starts op- 


, have been announced. 
The same ee available on the 
non-participating plan will be issued 
with the exception of term, joint insur- 


eration on Jan. 


ance and annuities. Reserves will be 
computed on the basis of the American 
Experience table of mortality with in- 


terest at 3 percent. 

Dividends, payable at the end of the 
second policy year and annually there- 
after, will be credited as earned and will 
not be contingent upon the payment of 
premiums currently due. Dividends may 
be taken in cash, applied toward the 
payment of premiums, used to purchase 





paid-up additions or left to accumulate 
at interest. 

Accumulations may be used to fully 
pay up a policy or mature a contract 
as an endowment. Post-mortem divi- 
dends equal to a proportionate part of 
the full dividends will be allowed. In- 
terest on settlement agreements under 
participating contracts shall be com- 
puted at the guaranteed rate of 3 per- 
cent, the amoufit now being allowed on 
non-participating policies containing set- 
tlement agreements. 


Equitable of Ia. 
Makes Interest 
Rate Adjustments 


Guaranteed interest rates in the set- 
tlement options of Equitable Life of 
lowa will be lowered effective Feb. 1. 

The guaranteed rate on settlement op- 
tion (a), interest option, will be lowered 
to 2 percent. The interest rate on in- 
stallment options, including the life an- 
nuity options, will be changed to 2% 
percent. 

The lowering of settlement option 
guaranteed interest rates will affect cer- 
tain policies in which settlement options 
are an integral part. The maturity value 
of the income endowment policies at age 
60 and age 65, both participating and non- 
participating, will be increased in ac- 
cordance with the change in the life in- 


come option, this, in turn, increasing 
both the rates and the nonforfeiture 
values. The income endowment at age 


55 policy will be discontinued. 

The rate of interest used in accumu- 
lating the cash value prior to maturity 
of the annual premium annuity contract, 
known as Income Continuation, will be 
2% percent. This will result in a change 
it, guaranteed cash values and the annu- 
ity returns will be decreased in accord- 
ance with the change in settlement op- 
tions. The refund annuity option avail- 
able to the annuitant will be eliminated 
and in lieu thereof, the annuitant will 
have the right to a life annuity, with or 
without a certain period, or a dual annu- 
ity in accordance with the returns avail- 
able under the company’s regular options 
of settlement. The change in settlement 
options, furthermore, will require a 
slightly larger amount of life insurance 


under the family maintenance agree- 
nent, 
The family income policy and_ the 


mortgage redemption policy will be dis- 
continued, 

seginning on the contract or policy 
anniversaries in 1943, the interest credited 
to funds under supplementary contracts 
and dividends at interest will be 3% 
percent except on those contracts or 





Louns 
LIFE RENEWALS 


SELF-LIQUIDATING 
UP TO THREE YEAR MATURITY 


$s 
PER HUNDRED PER YEAR 
WRITE TO DEPT. C 


Life Underwriters Credit Corporation 
NORTHWESTERN BANK BLDG., MINNEAPOLIS, MINNESOTA 





policies which satis for a_ higher 


guaranteed interest rate. 


State Mutual in 
Non-Medical Field 


State Mutual 
non-medical field. 

Full time agents, the class of agents 
to whom solicitation for non-medical ap- 
plications is confined, will submit indi- 
vidual applications requesting the privi- 
lege and accepting the additional 
underwriting responsibility. 

Life, endowment and retirement in- 
come policies, whose top limits vary be- 
tween $3,000 and $5,000 according to 
age, are available, although any non- 
medical insurance issued prior to an- 
other policy issued on a nicdical exami- 
nation, is disregarded in determining 
current non-medical lirnits. 

Applicants must be citizens between 
5 to 40 years old, inclusive, although 
policies on female lives are limited to 
unmarried minors or to single women, 
widows and divorcees who are gainfully 
employed. Married women are eligible 
only as payors on juvenile companion 
riders, and for amounts not over $3,000. 

Waiver and double indemnity will be 
considered according to regular rules 
and limits, though substandard risks, 
except for occupational accident hazards 
with an overcharge not over $2.50 per 
$1,000, are excluded. 





Life has entered the 





N. C. Mutual Increases 
Amounts Acceptable 


North Carolina Mutual Life is in- 
creasing the amounts of insurance it 
will accept at various ages and is pre- 
paring ordinary juvenile policy con- 
tracts. On males the company has in- 
creased to $5,000 the amount it will ac- 
cept from ages 15 to 29, inclusive; from 
$5,000 to $7,500 between 30 and 34: 
from $5,000 to $10,000, 35 and 45; and 
$5,000 to $7,500, 46 and 50. 

The age limit for insurable risks is 
extended to 55 years. Between 51 and 
55 the limit acceptable on male lives is 
$5,000 on limited pay and endowment 
plans only. The amount acceptable on 
female lives is increased from $2,500 
to $3,500, but amounts above $2,500 will 
be considered on limited pay and en- 
dowment plans only. Waiver of pre- 
mium privilege is extended now to mar- 
ried women, but cases must be sub- 
mitted to the home office. 


The company is preparing juvenile 
ordinary contracts on a graduated scale 
—ages 1 to 10 inclusive. 


COMPANIES 


Cuna Mutual in Canada 


Cuna Mutual of Madison, 
been licensed in Canada. Gordon Smith 
of Hamilton, Ont., has been appointed 
chief Canadian agent. 





Wis., has 


Report on Pathfinder Mutual 
GRAND ISLAND, NEB.—In a 


port approved by the district court, 
surance Director Fraizer, conservator of 
Pathfinder Mutual Life; says that dur- 
ing the year he has been in charge of 
impairment of assets has been reduced 
from $153,000 to $68,000, and that at that 


Jee 


In- 


rate the company will be able in two 
years to pay all claims and be entirely 
solvent. 


Decrease was achieved despite the fact 
that death claims paid on the basis of 
75 percent totaled 20 percent more than 


for the previous year. Overhead ex- 
penses have been reduced by three- 
fourths, farms were sold at 50 percent 


above their appraised value and opera- 
tion of farms retained netted 8.07 per- 
cent. Favorable sales of bonds were 
reported. The remaining 25 percent 
payment on death claims will be made 
as soon as conditions permit. 


December 18, 


1942 

















Insurance Per Family in 
U. S. Rises to $4,008 








FINANCIAL POSITION OF 
AMERICAN FAMILIES 
IN WAR EFFORT 1942 
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LIFE INSURANCE EMERGENCY CASH 
VALUES 
PER 
FAMILY 
$ 977 
SAVINGS DEPOSITS 
PER 
$ FAMILY S 
$ 760 
WAR AND BABY BONDS 
WAR © PER 
oom FAMILY 
$ 310 





EVERY SECOND FAMILY OWNS , 
ITS OWN HOME 


INSTITUTE OF LIFE INSURANCE 











Total life insurance owned in the 
United States will reach $4,008 per fam- 
ily by the end of the year, an all-time 
peak and nearly 3% times the amount 
owned per family at the end of the first 
year of world war I, it was announced 
by the Institute of Life Insurance. 

The increase in life insurance protec- 
tion in 1942 results in part from the 
sharp reduction in the surrender of poli- 
cies and in part from new purchases of 
the year. The $4,008 average protection 
per family compares with $1,202 at the 
end of 1917. 

Cash values accumulated in these poli- 
cies, which are particularly helpful in an 
emergency, amount to $977 per family 
as compared with $239 per family in 
1917. 


Powhattan Breeden Retires 


Powhatan Breeden, Jr., has retired 
as auditor of the ordinary department of 
Life of Virginia. He went with the 
company in 1901 and was appointed to 
the position that he now relinquishes in 
1908. He served as secretary of the or- 
dinary agencies’ former $100,000 club 
until it was replaced by the Bradford 
Walker Club in 1935. 


Eighty men and women attended the 
annual dinner dance of the Duellman 
agency of John Hancock Mutual Life in 
Minneapolis. Richard Empie, field super- 
visor in Chicago, represented the home 
office. 
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Suggestions Made as to 
Rationing of Gasoline 


superintendent 


Raymond C. Johnson, ender 
York Life, in 


of agencies of the New 
its house organ 
gives some specific 
suggestions for 
meeting the nation- 
wide gasoline ra- 
tioning conditions. 
He calls attention 
to the fact that the 
gasoline rationing 
program has been 
in effect in 17 At- 
lantic Seaboard 
states since June 
and as a result 
eastern agents have 
been confronted 
with this problem R. C. 
for some months. 

Mr. Johnson states that when the ra- 
tioning was first proposed the officers 
immediately recognized the difficulties 
which many agents would face. A com- 
ane niga wy survey was made of the 
needs of all agents in eastern territory. 
The Office of Price Administration in 
Washington was _ contacted several 
times to present the case of the agents 
and the essentiality of their work. 
However, the Baruch committee re- 
ported to the President that the exist- 
ing rubber supply situation was so dan- 
gerous that unless corrective measures 
were taken the country would face both 
a military and civilian collapse. The 
committee informed the O.P.A. that 
gasoline rationing was the only way of 
conserving the present rubber supply. 

Mr. Johnson finds that there are 
many agents in the eastern gasoline ra- 
tioning area who have produced more 
business in the last six months than 
they did the six months prior to the ra- 
tioning. They have apparently adjusted 
their methods so successfully that they 
have not found the problem unsur- 
mountable. 

Realizing that there is a great differ- 
ence between the working methods of 
life agents in the thickly populated met- 
rooplitan areas and the sparsely popu- 
lated rural areas, he is grouping some 
specific suggestions into two classes. 
Some apply to both classes of agents. 

So far as the city agents are con- 
cerned, Mr. Johnson advises that they 
ride the public conveyances whenever 
and wherever possible. “Let the motor- 
man, bus driver or engineer worry 
about getting you there while you care- 
fully plan your next call,” said Mr. 
Johnson. Then he suggested the use of 
more shoe leather. Agents can do 
more walking and it will be not only to 
their business but physical benefit. The 
third suggestion is that calls should be 
better zoned. One agent, for instance, 
who has been very successful has a map 
of his city divided into zones and has 
all his prospects’ cards marked for the 
proper zone. He always makes several 
calls in a particular zone on each trip. 

The fourth suggestion is to try pros- 
pecting and selling in one particular 
company or business firm. The salary 
allotment or payroll deduction plan 
lends itself nicely to this type of work. 

The next suggestion is, “Try pros- 
pecting and selling almost exclusively 
in one neighborhood or one section of 
the city.’ The ordinary agent can take 
a leaf from the book of the industrial 
salesman. Next, Mr. Johnson advises 
that appointments by telephone can be 
made. He states that a prepared talk 
should be used, then more direct mail 
and preapproach letters can be brought 
into play. Furthermore he suggests 
that agents should “use business reply 
cards with a place on the card for your 
Prospects to indicate when vou should 





Johnson 


call.” He finds that this plan has been 
particularly effective with the new war 
worker market. The next suggestion 
is, “Sell your prospect the idea of talk- 
ing to you in your office.” A number 
of agents have been able to close more 
than half their cases in their offices. He 


states that frequent and unnecessary 
trips to the branch office should be 
eliminated. He advises that “agents 


telephone the branch office information 
bureau for phone calls, have the office 
read letters to you over the phone.” 
Then again Mr. Johnson urges that 
more cases should be closed on the first 
call. A large percentage of second, 
third and fourth calls, he discovers, do 
not result in business. 

Furthermore, Mr. Johnson says, “The 
servicing of policyholders must not be 
neglected although wherever possible 
this may be handled by correspondence 
or in your office on one definite appoint- 
ment.’ Many agents, he says, are 
obliged to spend more than half their 
in the servicing of 


time and energy 
their old policyholders which is non- 
productive of new business. The final 


suggestion is to use the limit supply of 


easoline for business purposes and 
eliminate pleasure driving. 
Work in Rural Territory 

Coming to rural territory, Mr. John- 


son’s first suggestion is to see the farm- 
ers when they visit the town. They are 
idle then and will listen. Next, agents 
should go by train to neighboring 
towns and stay for several days. Many 
agents, he says, have been covering a 
number of towns distant from their 
homes but have been returning to their 
homes each night and this constitutes 
a waste of time. His third suggestion 
is to read the local papers for prospects. 
Next is to “see the farmers on Main 
street Saturday night.” It is a rural 
custom for the farmers to go to town 
Saturday night and take their family. 
Next, Mr. Johnson advises that in 
sparsely settled areas the agent should 
spend the night at a farm house_in- 


stead of driving back to town. * Calls 
should be concentrated in a limited 
area. One unique suggestion is to 


make the cross road general store the 
agent’s headquarters. Other means of 
transportation than the automobile can 


be brought into play. Some agents 
have used bicycles or covered their 
territory on horseback. Then, he says, 


“Make every trip count.” 

Although gasoline rationing will pre- 
sent many problems it has some favor- 
able aspects. For instance, Mr. John- 
son says, “More prospects will be at 
home when agents call than ever before. 
The money saved on gasoline will buy 
a substantial amount of life insurance. 
Then the situation gives agents a great 
closing argument for prospects who 
procrastinate. The agents can plainly 
say that there are great difficulties in 
travel, that gasoline and tires must be 
conserved and therefore the prospect 
should reach a definite decision. “Gaso- 
line rationing will save the agents time 
and money,” Mr. Johnson adds. 


Seven Mistakes of Life 
Are Pointed Out 


1. The delusion that individual ad- 
vancement is made by crushing others 
down, 

2. The tendency to worry about things 
that cannot be changed or corrected. 

3. Insisting that a thing is impossible 
because we ourselves cannot accom- 
plish it. 

4. Attempting to compel other persons 





to believe and live as we do. 

5. Neglecting development and refine- 
ment of the mind by not acquiring the 
habit of reading fine literature. 

6. Senay to set aside trivial prefer- 








ences, in order that important things 
may be accomplished. 

7. The failure to establish the habit 
of saving money.—Washington National 
of Evanston, III. 








F eldheim Keeps Production 
Up When Others Bog Down 


NEW YORK-—Zest for matching his 
wits against the prospect’s, plus an en- 
thusiastic and unquestioning faith in life 
insurance, his company and his agency, 
explain why Clifford L. Feldheim of 
the R. E. Myer agency of Mutual Life, 
New York City, is having no trouble in 
spite of conditions that have bogged 
down too many life insurance men in 
this city. 

Mr. Feldheim led the agency in vol- 


ume and lives for June. He also led 
the agency in lives in the “99ers” 


campaign by producing 15 applications 
in July. 

Since New York had the unenviable 
distinction of showing the greatest drop 
in June business—28 percent—of any of 
the eight largest cities, and agents here 
have found their market hard hit by 
taxes, increased living costs, priorities 
and the duty of buying war bonds, Mr. 
Feldheim’s experience is encouraging as 
an indication that business is to be had 
if agents are willing to go after it in 
what for some would be the hard way. 
Most of his sales are for $1,000 or 
$2,000 to persons in moderate circum- 
stances. They are the result of syste- 
matic plugging, including a good deal of 
cold canvassing. In fact, many of Mr. 
Feldheim’s referred leads are virtually 
cold, for often all that he knows about 
the new prospect is his name and per- 
haps the fact that he belongs to the 
same church as the man who gave him 
the name. 


Works Intensively 


To conserve his time and effort Mr. 
Feldheim concentrates his calls in a 
limited area, usually a block. This plan 
also makes it easier to get leads, as in 
the area where he works people are 
pretty well acquainted with others in 
the same neighborhood. One method 
he uses effectively is to ask his pros- 
pect or policyholder what church he 
attends and then the names of others 
living in the neighborhood who also at- 
tend that church. He usually gets per- 
mission to use the name of the man 
who gave him the lead. 

Far from being bothered by the 
prospect who wants to talk it over with 
his wife, Mr. Feldheim gets much of 
his business by making the first call 
at the home during the day, getting the 
wife interested in life insurance and 
making an appointment to call back in 
the evening and see the husband. Hav- 
ing the wife on his side has often made 
sales which would otherwise have been 
difficult or impossible. 

It will be noted that Mr. Feldheim 
doesn’t mind making evening calls. 


Sells Juvenile Business 


Mr. Feldheim sells quite a few ju- 
venile policies. After selling one of 
these he finds out from the child’s par- 
ents the names of several of the young- 
ster’s friends who live in the neighbor- 
hood and obtains permission to use the 
buyer’s name. Then he goes to these 
other parents and tells them: 

“You know Mrs. Jones down the 
street? I just gave her daughter the 
finest insurance plan in the world. 
You’d want your daughter to have the 
same thing, wouldn’t you?” 

By working intensively in a relatively 
small area Mr. Feldheim can build up 
one neighbor’s prestige with another’s. 


For example, he may say something 
like this: 
“You know Mr. Smith? He has a 


very fine job with the telephone com- 
pany and am his insurance man. 
What can I do for you? What prob- 
lem can I solve?” 

If he happens to run out of prospects 
before quitting time Mr. Feldheim 
walks into an apartment building, shuts 
his eyes and rings whatever bell but- 
ton his finger happens to hit. Cold 
canvass has no terrors, although of 
course he finds it more efficient to work 
on referred leads when he can. He has 
been selling life insurance for 21 years 
and has been in sales work even longer 
than that, but tracking down and sign- 
ing up the wily prospect still gives him 
the same thrill that a big-game hunter 
gets from hunting a giant grizzly. 





FEW CALL-BACKS 





Mr. Feldheim isn’t much of a hand 
for calling on prospects more than 
once to make a sale. He would rather 
spend the time on fresh material. If 
he can’t get the application on the first 
interview he is likely to cross the pros- 
pect off his list unless there is some 
unusually good reason for making a 
second call. While not high pressure, 
Mr. Feldheim in his younger days was 
for three years a cavalryman in the 
regular army and he can put his ideas 
across in language that other men un- 
derstand. He never bewilders the _pros- 
pect with the technicalities of insur- 
ance. He tells the prospect, “This pol- 
icy will take care of you when you get 
old and it will take care of your family 
if you do not live to get old.” He 
avoids the use of the word ‘ ‘premium” 
because to many people the word is as- 
sociated with cigar coupons. 

When getting the prospect’s signa- 
ture to the application he asks him to 
“put” his name on the dotted line be- 
cause the word “sign” immediately 
makes the prospect think he is signing 
his life away. 


Technique Is Subtle 


In spite of his forthright manner and 
genuinely friendly attitude toward all 
his prospects, there is plenty of subtlety 
to Mr. Feldheim’s sales technique. He 
has found that it gums up a sales pres- 
entation to have to dig around through 
kis pockets for the application, an ad- 
vertising folder, or other material 
needed in the sale. He knows just 
where he is carrying each of these 
items. The result is that they can be 
produced in an offhand way without the 
prospect’s even realizing it. Another 
point where the sale often is lost is 
the prospect’s instinctively recoiling 
when a fountain pen is thrust in his 
hand when he is asked for his signa- 
ture. He gets a panicky, distorted no- 
tion of the importance of what he is 
being asked to do. 

To prevent this Mr. Feldheim early 
in the interview starts making figures 
on a piece of paper with his fountain 
pen. The prospect asks what the cost 
is going to be. Passing the pen and 
paper over to the prospect, Mr. Feld- 
heim says, “Here, you figure it.” The 
prospect then proceeds to put down the 
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This year is seeing a new all-time low rate of call for life insurance 
surrender values, representing a reduction of 79 percent from the depres- 
sion high of 1932, it is reported by the Institute of Life Insurance. The 
rate of 1.60 percent has been reached already this year, reflecting the 


improved condition of business and family finances. 


Calls for life in- 


surance surrender values show a distinct relationship to business activ- 
ity, a 1900-1942 survey by the institute showing that every depression 
has been accompanied by an increase in surrender value payments and 
every business boom by a decrease in surrender payments. The current 
war boom represents an all-time peak in business activity and the current 
rate of payment of surrender values is at an all-time low. 





figures which Mr. Feldheim gives him 
out of the rate book. Thus when it 
comes time to “put” his name on the 
application the prospect has no feeling 
of strangeness in using the pen. 
“Pulling a pen on a prospect when 
you want him to sign is the same as 


pulling a gun on him,” says Mr. Feld- 
heim. 

There is another bit of technique 
which is particularly effective today. 


In filling out the application Mr. Feld- 
heim asks first the question about the 
prospect’s being a citizen. When he 
says “Yes” it is with real pride and 
the affirmative answer makes a similar 
response to succeeding questions quite 
natural. 





FRIENDLY BASIS 





In spite of his  straight-from-the- 
shoulder sales talk Mr. Feldheim 
always keeps his interviews on a 


friendly basis and leaves the prospect 
feeling good whether he has bought 
or not. Many of his_ policyholders 
have become personal friends. When 
his wife was out of town this summer 
for a time Mr. Feldheim was a guest 
at dinner with one or another of his 
policyholders every night. 

On one of the summer’s hottest days 
recently Mr. Feldheim rang the door- 
bell of a prospect he had never seen 
before. 

“Tt’s too hot to talk about insurance,” 
the man said, “but come on in and 
have a drink anyway.” 

Like all other agents Mr. Feldheim 
runs up against a prospect who con- 
tends that he has no money to put into 
life insurance and when this objection 
is genuine it is possible to show the 
prospect how to budget his expenses 
more effectively so as to have enough 
left over for life insurance. Often, 
however, the reason that he hasn’t 
enough for the needed insurance is that 
he is planning to spend the money on 
something else. For example, one 
prospect recently told Mr. Feldheim 
that he couldn’t buy life insurance be- 
cause he had set aside all his spare 
cash for a vacation in Maine. It 
amounted to about $150. 

“Wouldn’t it be a lot better to put 
that money toward a 10-year vacation 
in Maine after you retire than to spend 
it on just two weeks now?” Mr. Feld- 
—_ asked him. The result was a 
sale. 


In other cases a prospect may have 
saved money for a new car, furniture, 
or something similar. Some time ago 
he said to a prospect who was planning 
to buy a new car, “You can’t eat those 
tires when you're 60 years old.” 

Mr. Feldheim’s toughest sale was 
made several years ago to an ex- 
tremely taciturn Scandinavian. He was 
by all odds the most unresponsive 
prospect Mr. Feldheim had ever run up 
against. All he would do when pressed 
for an answer was to grunt. It was 
impossible to tell whether he meant yes 
or no. Nevertheless, Mr. Feldheim was 
determined to make ‘the sale because he 
had with him a young friend who was 
thinking of going into the life insur- 
ance business and had asked to go 
along on an interview and see how it 
was done. 


Preview of Hereafter 


After spending a lot of time getting 
nowhere Mr. Feldheim looked desper- 
ately around the room for some clue 
to the prospect’s interests. A religious 
calendar gave him a possible angle. 
Asking the Scandinavian if he believed 
in a hereafter Mr. Feldheim pictured 
the remorse that the prospect would 
feel if he were in heaven, lying com- 
fortably on a nice fleecy cloud, but 
looking down on his widow who would 
have to get up at daylight to take their 
child to a day nursery and then go on 
to work and at the end of the day, re- 
turning home exhausted and barely able 
to cook the food she had bought. Prac- 
tically in tears, the prospect broke 
down and signed the application. 

In cases where he does not get the 
first payment with the application, Mr. 
Feldheim has found that there is con- 
siderable danger of the prospect’s cool- 
ing off between the time he signs the 
application and the time he accepts the 
policy. To keep the prospect thor- 
oughly sold he sends him some of the 
company’s literature every day or so 
and to maintain the personal touch he 
writes across the first page the pros- 
pects name. It is unwise to make a 
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personal call or to telephone the pros- 
pect during this period because that 
would give him a chance to say he 
didn’t want the policy. While it might 
be possible to resell it, it is better to 
wait until the policy is ready for deliv- 
ery if any reselling has to be done. 





Drowns After Plane Fails; 
Recovery Is Denied 


The clause in the double indemnity 
clause denying recovery for death caused 
by “participation in aeronautics” pre- 
vents recovery when the assured was 
drowned while trying to swim ashore 
after his plane became disabled over 
water. This was the decision of the 
United States circuit court of appeals for 
the second circuit in Neel et al. vs. Mu- 
tual Life. William B. Stubbs was the 
insured, He had a $25,000 policy with 
double indemnity. 

Stubbs took off on a solo flight from 
Jumping Brook airport, N. J., on June 
12, 1940. On June 28, his body was 
found floating in the ocean with indica- 
tions of asphyxiation from drowning. 
Beneficiaries contended that Stubbs got 
out of the plane when it landed and died 
from drowning while trying to swim 
ashore. The court asserted that even so, 
there could be no recovery. To say that 
his death did not result “from participa- 


tion in aeronautics’ would exclude from 
the proviso of the policy the most ordi- 
nary risks involved and limit the effect 
of the clause in an unexpected and un- 
reasonable way. The flight and not the 
drowning was the predominant cause of 
death, 





Pastor Addresses Supervisors 


Dr. Hugh Thompson Kerr, pastor 
Shadyside Presbyterian church, Pitts- 
burgh, addressed the Pittsburgh Super- 
visors Club Tuesday. L. K. Babcock, 
Jr., president, presided. E. L. Sittler, 
Jr., was program chairman. 





Harley E. Lewis, 55, former resident 
of Peoria, Iil., and a general agent of 
Alliance Life in DeKalb, IIl., died there. 
He was a native of Ohio and went to 
Peoria from Iowa as a young man. 
He was employed by the old Peoria Life 
and moved from Peoria to Rockford 
about 12 years ago. He had resided in 
DeKalb only a few years and repre- 
sented Alliance Life until prevented by 
illness about two years ago from con- 
tinuing his work. 





Howard E. Brace, secretary of Occi- 
dental Life of California, has been ap- 
pointed a member of the national re- 
habilitation insurance advisory commit- 
tee of the American Legion. 








COME — 





We have made SEVERAL new GENERAL 
AGENCY contracts in small and medium- 


sized cities recently. 


WE WANT A FEW MORE. 


If you are a good personal producer — 
Have a clean record — 


Have a genuine desire to remain in this 


business AND— 


Believe you are entitled to MORE IN- 


WRITE US IN CONFIDENCE | 


A. B. OLSON, Agency Vice President 


GUARANTEE MUTUAL LIFE CO. 


OMAHA, NEBRASKA 
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INFORMAL GLIMPSES OF THOSE ATTENDING COMMISSIONERS’ MEETING IN NEW YORK: 


Ray Smith of Chicago, vice-president A. M. Best Company; Commissioner Read of of the Illinois department; Superintendent Pink of New York and Commissioner 


Oklahoma; Director Jones of Illinois, Ferre Watkins, head of the liquidation division Gontrum of Maryland. 


Grant Taggart, president of the National Association of Life Underwriters, made 
John A. Lloyd, Ohio superintendent, at a great hit at the Pittsburgh Life Underwriters Association’s luncheon meeting. Before 
meeting in New York of National Asso- the meeting he conferred with Pittsburgh officers and directors and following the J. S. Williams, III, of Mississippi, presi- 
ciation of Insurance Commissioners, of luncheon he was guest of the advisory council. Shown with Mr. Taggart are officers deus National yD AT os of Tusmuenes 
which he is chairman of the executive of the Pittsburgh association: G. Harold Moore, State Mutual Life, president; Ross S. (Commissioners. before the microphone at 
committee. Edgar, executive secretary; Steacy E. Webster, Provident Mutual Life, national com- meeting in tnt 
mitteeman; W. Rankin Furey, Berkshire Life, National association trustee; E. M. 
Aiken, Provident Mutual, first vice-president; Mr. Taggart; H. S. Brownlee, Equitable 
of Iowa, treasurer, and N. H. Weidner, Reliance Life, second vice-president. 





BEFORE THE CAMERA AT INSURANCE COMMISSIONERS MEETING Minnesota and three members of the Illinois department staff: Arthur Smith, C. M. 


Commissioners Harrington of Massachusetts, Julian of Alabama and Johnson of Kinney and N. P. Parkinson. 


At dinner meeting of New York City Life Managers Association: George 
W. Smith, president of New England Mutual Life; Randolph Paul, general 
counsel of the Treasury, main speaker; H. Arthur Schmidt, New England 
Mutual, president of the managers Association, and Grant Taggart, president 
National Association of Life Underwriters. 

















FAMILY SECURITY IS SOURCE OF 
STRENGTH TO THE DEMOCRACIES 


Maintaining family security is important in war time. 


This is recognized in Great Britain and Canada as well as 
the United States. 


Despite high taxes, increased living expenses and sacrifices 
to buy their government's war bonds, not only have British and 
Canadian families kept their insurance in force, with lapses at the 
lowest in years, but they have added large amounts of new pro- 
tection. Purchases of life insurance by British families increased 
19% in 1941 while there was a gain of 16% in Canada. 


Life Insurance is a fundamental institution of Democracy and the families of the Democ- 
racies, united in a grim struggle against Axis aggression, know that the security they have 
built and are continuing to build through life insurance is a source of national strength in this 


struggle. 


The unceasing flow of benefit payments, the vital part that family security pays in build- 
ing national morale, and the huge amounts of policyholder funds that the life insurance | 
companies are placing in government securities to build planes, tanks and ships, and the funds 
they are providing to produce needed materials, are all important factors working for vic- 
tory for the United Nations. Life Insurance dollars are thus actively aiding the war effort 


Oh. ho. 
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while providing protection for the family. 

















